





*Savings Bank Life Insurance 
Is Not Competition for 
Acacia Representatives 


Because— 


Under the low premium principle adopted by Acacia in 1926, its rates are lower in most cases 
than those of New York Savings Bank life insurance and in many cases than 


those of the Massachusetts Savings Bank insurance. 


Savings Bank life insurance is not sold by agents, the theory being if the agent 
is eliminated the insurance can be sold at lower rates. 


The Acacia Plan proves it is possible to have the agency system; give the policyholder the 
service he needs, and at the same time give him his insurance at rates lower in 


many cases than those of Savings Bank life insurance. 


Acacia Believes in the Agency System— 


IT BELIEVES that the desire created by the agent is almost entirely respon- 
sible for the large amount of life insurance in force with its untold benefits to our 
American homes. 


IT BELIEVES that the man who wants to provide financial protection for 
those he holds most dear, or for himself, needs the expert advice and profes- 
sional service of qualified agents to help him plan his program and select the 
policy that will best suit his needs. 


In addition to its low rates Acacia returns to its policyholders the savings from economical 
management, wise investments and better-than-average mortality. 
Acacia Agents Are Partners— 


Under the Acacia Agency Plan the agent’s earnings are cumulative. He has a continuous 
interest in the policies he writes because he receives a monthly income which in- 
creases in proportion to the business he keeps in force. 

Progress of Acacia Under Its Low Premium 
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Insurance 
In Force ....$226,276,746. .$401,348,843.. 


ye ee $ 19,067,908..% 79,687,616. .¢ 
Surplus $ 1,186,582..$ 3,000,846. . 
Paid to Policy- (In 1926) (In 1938) Branches in 60 Cities—Representatives in 100 


holders and ; 
Beneficiaries .$ 1,884,540..$ 5,590,902.. 


William Montgomery, President 
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THE NEED “Why did I 
buy life insurance? Well... first, 
because I wasn’t saving any money. Usually I spent 
it as fast as I made it. Now and then I saved up for 
something I wanted to buy. But of course that didn’t 
get me anywhere. What I needed was a long-range 
plan. And my life insurance policy gives me that, be- 
cause I have to save money for the premiums regularly. 





“But that wasn’t all. My mother has done a lot for 
me and I wanted to do something for her. So I named 
her the beneficiary of my policy. Of course, some day 
I suppose I'll get married. And when I meet the right 
gitl I believe she will have enough common-sense to 
know that a life insurance policy means a lot more 
than a carload of orchids. 


‘Another thing. Some day I may want to go into 
business for myself, and have to borrow money. I 
understand that in passing on a loan some banks ask 
whether you own any life insurance; and I have heard 
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Why do young, unmarried men 
own Life InsuranceP 


that when you apply to some of the big corporatioris 
for a job they ask the same question. So, I figure that 
some day my policy may help me to get ahead in 
business or to land a better job. Any way you look 
at it, I think it’s a good thing. 


THE POLICY “Of course I hardly knew one 


life insurance policy from an- 
other. But when a New York Life agent called I talked 
things over with him. He explained the benefits and the 
premiums, dividends, loan values, and so on. He said 
that young men usually took an Ordinary Life policy, 
or Limited Payment Life or a Long-Term Endowment. 
After he had asked me a number of questions and gone 
over my situation thoroughly, he recommended an 
Ordinary Life policy for $5,000 because it gives more 
permanent protection per dollar of premium than any 
other life insurance policy. 


“Well, $5,000 seemed like a lot for me, and at first 
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I didn’t think I could handle it. But I found that the 
premium at my age would be about $100 a year, and 
I knew I could save that much if I tried. So, that’s 
what I’m doing. And I’m going to leave all my divi- 
dends with the Company, because if I do this, my 
policy some day should be worth $5,000 to me in cash. 


“One more thing. Every year you wait, your pfe- 
mium rate goes up. So I am glad I took my policy 
when I did... Yes, I feel that the New York Life 
agent did me a good turn.” 


THE COMPANY Young people under age 
30 bought approximately 


$190,000,000 of life insurance last year in the New 
York Life Insurance Company. Many of these policies 
were taken by young men whose fathers also were 
policyholders in this Company. The New York Life 
has insured the lives of succeeding generations of 
American citizens since it was founded as a mutual 
company more than ninety-four years ago on 
April 12, 1845. 


Throughout those years the New York Life 
has weathered every panic, war and epidemic 
. and has met every obligation it assumed. 
The Company is‘in a strong financial position, 
and its insurance and annuity reserves are on 
the most conservative basis used by American 
life insurance companies. 


Y 


In view of the Company’s past record and 
present strength, a New York Life policy 
should be one of the best investments which 
any young man could make. 





Safety is always the first consideration .... Nothing else is so important 
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Suits in New York 
Are Recovering 
Counsellors’ Fees 


Policyholders Gratified at 
Very Potent Remedy 
Against Faulty Advice 


NEW YORK—What promises to be 
a smashing blow at objectionable fea- 
tures of insurance counsellors’ methods 
has already demonstrated close to a 100 
percent batting average and will shortly 
swing into action on a much broader 
scale. This development is that resent- 
ful policyholders are bringing civil suits 
to recover fees paid. Several hundred 


-such cases are now in course of prep- 


aration in Manhattan alone and the 


number is growing rapidly, as these in- 
sured discover that there is a highly 
effective way of getting a refund of fees 
paid for advice later discovered to be 
worthless or even detrimental and which 
they rejected as soon as they discovered 
all the material facts. 

Some cases have been _ brought 
through the small claims court in New 
York City, where suits involving up to 
$50 can be prosecuted at a total cost of 
$1.25, the plaintiff acting as his own 
attorney. Others are handled by law 
firms. Until recently policyholders who 
felt they had been victimized felt they 
had no course open but swallow their 
anger and charge the fee to experience, 
though, being in the industrial category, 
most of them could ill afford to do so. 


Larger Than Average Fees 


The litigants in the cases soon to be 
tried represent those who have paid con- 
siderably lareer than average fees to the 
counsellors, since the others who felt 
duped felt the matter to be too small to 
be worth complaining about. Also, the 
litigants represent only the more ten- 
acious element, since others, even with 
similar amounts at stake, believed that 
the chance of a refund was so small as 
not to justify carrying the matter to any 
length. 

That it is possible to make clear to 
the courts what the fee counsellors do is 
illustrated by a case against Donald Bes- 
dine, who does business as the Policy- 
holders Adjustment Bureau and is rated 
as second in prominence only to Morris 

Siegel, who with his brother oper- 
ates the Policyholders Advisory Coun- 
cil. This was a case in the small claims 
court. H. C. Glore, official referee, in 
8iving his opinion, said: 


Hits Value of Service 


‘ Defendant’s attempt to show value of 
is advice, irrespective of the agreement, 
1S expressed in such unsound reasoning 
and Surrounded in so many hypothetical 
= contingent situations that I am sat- 
‘shed no one unfamiliar with insurance 
matters, much less this plaintiff who 
speaks and understands English imper- 
ectly, could possibly comprehend. The 
(CONTINUED ON LAST PAGE) 








Business Is Better 
Prepared for Future 


Sales for Decade Down, 15 
Percent Fewer Salesmen, 
Holcombe Reports 


During the year now drawing to a 
close, ordinary life sales are 58 per- 
cent of the total in 1929 and there 
is now 2 percent more business in force, 
John Marshall Holcombe, Jr., manager 
Sales Research Bureau, said in summing 
up the annual meeting of the Research 
Bureau-Agency Officers in Chicago. 
There are 15 percent fewer agents to- 
day than 10 years ago, so 85 percent are 
selling 58 percent of the business that 
was being sold 10 years ago. Ten years 
ago the Research Bureau meeting was 
held nine days after the market crash 
and stock market results vied with the 
program for the attention of those in 
attendance. 

During the past 10 years the business 
has created better tools to assist in the 
distribution of life insurance and the 
present problem is the better use of 
these tools, Mr. Holcombe declared. 
The depression has eliminated all traces 
of complacency and today open minded- 
ness permeates the consideration of 
agency management problems. Better 
standards are now being used to meas- 
ure progress which was formerly judged 
by new business only. Now the insur- 
ance in force, persistency and success of 
agents in making a living are being rec- 
ognized as progress factors. The busi- 
ness is giving more recognition to the 
need for studying plans for compensat- 
ing agents. The question is being raised 
on whether the companies are really 
paying for what they want. Plans are 
being put into motion to get better re- 
sults in the distribution of life insurance 
and they will be successful if pursued 
persistently. we 

Evolution is never visible to the 
naked eye, Mr. Holcombe pointed out, 
and changes must necessarily be seen 
only in retrospect. It is impossible now 
to judge whether present conditions are 
only difficult or whether they are really 
critical. He stressed the need for rec- 
ognizing changing environment. The 
ability to adjust oneself to changes 1s 
characteristic of this country’s develop- 
ment. : 

The scope of the agency executive’s 
work has been broadened and he is no 
longer considered a department mana- 
ger, as his functions cover most of the 
activities of the company. Mr. Hol- 
combe urged executives to keep an open 
minded attitude and not to permit some 
pressing problem to distort their valua- 
tion of the greatness of life insurance. 
He urged them to renew their vision 
regarding life insurance and what it pro- 
poses to do, and to attack the problem 
of how life insurance can better serve 
the public. : 

An attempt was made to provoke dis- 
cussion following a talk by O. J. Arnold, 
president Northwestern National Life, 
on his company’s new agents compensa- 
tion plan. S. E. Mooers, secretary of 
the Acacia Mutual Life, took the ros- 
trum and propounded several questions 
which he had written out in advance. 
They were quite lengthy and intricate so 
Mr. Arnold did not attempt to take the 








Seeks to Liquidate 
American Bankers 


Illinois Department Has 
Started Suit Against 
Jacksonville Company 


SPRINGFIELD, ILL.—The Illinois 
insurance department started proceed- 
ings this week in the Morgan county 
circuit court to liquidate the American 
Bankers of Jacksonville. Director 
Ernest Palmer filed a petition for liqui- 
dation and asked that the company be 
required to show cause why it should not 
be placed in liquidation. Judge Hemp- 
hill of Carlinville set next Monday after- 
noon as the time for a further hearing 
and for the company to make answer. 

According to a recent examination, 
the policy reserves were found to be im- 
paired to the extent of $709,000 and the 
company’s capital of $100,000 entirely 
wiped out, making the total insolvency 
$809,000. As of Dec. 31, the company 
showed assets $4,787,463, capital $100,- 
000, net surplus $121,156 and contin- 
gency reserve $150,000. It had $10,920,- 
672 ordinary life insurance in force and 
$8,858,792 industrial. 

It was formed in 1925 as the result of 
a combination of the Clover Leaf Life & 
Casualty of Jacksonville, Ill, and the 
American Bankers of Chicago. An ex- 
amination of June 30, 1936, showed an 
impairment of $247,514 but this was 
overcome by transferring $150,000 of 
capital to surplus and by contribution to 
surplus. 

In 1934, the American Bankers asked 
policyholders to accept a voluntary lien 
of 50 percent of the reserve against their 
industrial policies. As of Dec. 31, liens 
of this kind amounted to $1,159,697. The 
insurance department contested this 
practice but the company was upheld by 
the Illinois supreme court. Its new 
ordinary business written last year was 
$207,255 and industrial $4,705,064. The 
total income last year was $722,984 in- 
cluding $204,166 renewal ordinary pre- 
miums and $268,412 industrial. The new 
premiums were $1,495. The disburse- 
ments were $825,459. 

In January, 1929, the American Bank- 
ers sold the controlling interest in the 
Midland Casualty of Milwaukee, which 
it owned. In July, 1931, it reinsured the 
Citizens National Life on an exchange 
of stock basis. At one time it wrote con- 
siderable industrial accident and health 
but discontinued this line. 

C. Y. Rowe is president; R. Y. Rowe, 
vice-president and secretary; E. _ 
Franklin, treasurer; R. G. Stacy, actu- 
ary. 








time to make an off-hand answer. Mr. 
Mooers raised the question of consider- 
ing general business trends in forecasting 
persistency rates used in determining 
compensation. He also brought out the 
point that some provision should be 
made for abnormal years when persist- 
ency might vary considerably as the re- 
sult of unusual circumstances. Mr. 
Mooers felt that there might be some 
need for guaranteeing the agent against 
too frequent adjustment in his compen- 
sation formula, as otherwise he might 
not be able to predict his income with 
any degree of accuracy. 








Commissioners Card 
for Winter Meeting 
Is Now Announced 


Large Attendance Is 
Expected at the Gathering 
at Biloxi 


OKLAHOMA CITY—In releasing 
tentative program for midwinter meet- 
ing of National Association of Insurance 
Commisioners at Edgewater Gulf Hotel, 
Biloxi, Miss., Dec. 6-9, Jess G. Read, 
secretary, stated that the attendance 
will be larger than the usual December 
meeting of the past. This estimate is 
based on inquiries received at his office, 
reservations already made, and the more 
than ordinary class of the program for 
this year’s meeting. 

While the program is not complete as 
to all details such as designating cer- 
tain rooms for committee meetings, ex- 
act hours for committee meetings, etc., 
in the main it calls for the appearance 
of the governor of the host state, the 
president of the National Association of 
Insurance Agents, president of the Na- 
tional Association of Life Underwriters 
~ other celebrities of national reputa- 
ion. 


Hotel Accommodations Ample 


The past week Secretary Read wrote 
all commissioners, the superintendents 
of the Canadian Provinces and the Com- 
missioner of Mexico, giving information 
as to transportation, urging all to at- 
tend-and to make early reservations. 
Mr. Read also gives assurance of ample 
hoteF’accommodations. The headquarters 
hotel has 16 parlor suites and 340 guest 
rooms which will take care of not only 
the commissioners, but the “third 
house.” There are plenty of other good 
hotels in the immediate vicinity. 

_ Secretary Read and the host commis- 

sioner, John Sharp Williams of Mis- 
sissippi, who is chairman of the execu- 
tive committee, expect to reach Biloxi 
two or three days ahead in order to 
work out any last minute details which 
might need attention. 

The executive committee is scheduled 
to meet at 2 p. m. Dec. 6, followed by 
a meeting of the “Mortality Table” 
committee. The tentative program as 
released here by Secretary Read is as 
follows: 


Wednesday, Dec. 6 


2 p. m.—Meeting of executive commit- 
tee, to be followed by meeting of com- 
mittee on mortality table. 

7 p. m.—Old plantation dinner. Dancing: 


Thursday, Dec. 7 


Meeting called to order, C. C. Neslin, 
Utah, president. 

Welcome to Mississippi, Hugh L. White, 
governor. 

Response, John C. Blackall, vice-presi- 
dent, Connecticut. 

Address, “The American Agency Sys. 
tem,” Sidney O. Smith, Gainesville, Ga., 


(CONTINUED ON LAST PAGE) 
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Actuaries Ponder Effect 
of War on Insurance 


C. F. B. Richardson Anal- 
yzes War Risk Rider Prob- 
lems in Cincinnati Talk 


+: That the margins under present par- 
ticipating rates may be regarded as 
ample to meet any losses that can at 
present be foreseen should this country 
be brought into the war was asserted by 
C. F: B. Richardson of Union Central 
Life in an address given at a recent 
meeting of the Cincinnati Actuarial 
Club. 

The dividends on ordinary life of 17 
jarge American companies at age 25, du- 
ration five, vary from $3.41 to $6.16 per 
thousand, the average being $4.46 per 
thousand, he said. As regards business 
in force at outbreak of war, an investi- 
gation disclosed that the cost of war 
losses in the world war was about $1.50 
per thousand. 

As far as non-participating business is 
concerned, a large contingency reserve is 
essential for safety, according to Mr. 
Richardson. Investigation indicates the 
necessity of a reserve of roughly 2 per- 
cent of the liabilities in a company with 
a mature portfolio of business having an 
average reserve of $300 per thousand. In- 
cidentally Mr. Richardson said he be- 
lieves the trend of the future will be 
more and more towards low participat- 
ing rates on the scale of the so-called 
preferred risk rates employed by many 
companies today. 


War Risk Clauses 


Mr. Richardson reviewed the war 
clauses being applied in England and 
Canada and he traced some of the de- 
velopments in this country. 

Mr. Richardson mentioned the state- 
ment issued by the life committee of the 
National Association of Insurance Com- 
missioners to the effect that war clauses 
may, within statutory limits, restrict 
benefits to persons. who may serve in the 
military, naval or air forces of any for- 
eign country at war, or who may serve 
in civilian units, auxiliary to the armed 
forces of any foreign country at war, and 
to those who may travel within geo- 
graphic units described in the policy. 

(CONTINUED ON PAGE 14) 





American Institute Discus- 
sion Concerns Clauses and 
Interest Rates 


Effect of the war on interest rates 
and on underwriting practices consti- 
tuted a topic for animated discussion at 
the meeting of the American Institute 
of Actuaries in Chicago. 

Percy Evans, actuary of Northwest- 
ern Mutual, said he is inclined to dis- 





PERCY EVANS 


count war as a potent single factor upon 
interest rates. He recalled that in 1900 
the interest rates hit bottom. Then they 
increased until 1922 when they leveled 
off and declined in increasing rapidity 
in recent years. In 1914 the yield of 
Northwestern Mutual was 4.85. In 1922 
it was 5.34 and in 1929 it was 5.02. He 
said that he doubts whether the war 
had any very marked effect on interest 
rates in the period 1914-1918. There 
were a lot of other conditions that 
stimulated interest rates such as the de- 
velopment of automobile manufacturing. 

Most of the financial men feel that 





the bottom has been reached insofar as 
interest rates are concerned. Even if 
there should be a heavy war, that, he 
predicted, would not increase interest 
rates as a single effect. There are 
contrary effects to take into considera- 
tion such as the increase in public debt, 
the pool of potential credit that exists, 
the increased taxation. The federal 
government is determined to keep the 
service cost of the present debt down. 

Business men assume that they are 
benefited by low interest rates, but Mr. 
Evans said he doubts the scundness of 
that opinion. For one thing low inter- 
est rates open the way to competition. 

The life insurance viewpoint, he de- 
clared, is an example of loose thinking. 
Most life insurance men believe that 
high interest rates are much to be de- 
sired. It is true that such high rates 
do reduce the cost of insurance but the 
institution should prefer stability in 
rates. It is better to have a modest 
rate of interest that is stable. High 
rates always drop and cause unpleasant 
repercussions for participating com- 
panies. The policyholder will accept a 
$1 increase in dividends as a matter of 
course but if the dividend is cut 10 cents 
he squawks, Mr. Evans remarked. 


Sees Broader Base 


The topic, Mr. Evans said, has a 
broader base than the fluctuations in 
interest rates. 

Social security, he declared, is some- 
thing that people have always been 
reaching for and struggling for. There 
are two essential approaches to social 
security. One is comparable to the old 
feudal system of trading liberty and the 
ability to live in social freedom for what 
is believed to be social security. 

The other approach is by way of 
creation of wealth through abstinence. 
This approach is represented by the 
marvelous growth of life insurance, he 
pointed out. The approach, however. 
cannot be pursued beyond certain limits. 
What those limits may be is impossible 
to say. The business proceeds on the 
theory that there will always be a sufh- 
cient degree of expansion, so that there 
will always be investment outlets for 
the accumulations, but Mr. Evans de- 
clared that it may be that the assump- 
tion is erroneous that the nation can 
continue abstinence without limit. 
Advises Caution as to War Clauses 


Mr. Evans said that Northwestern 
Mutual has not adopted any form of 
war risk exclusion clause and does not 
contemplate doing so at present. The 
experience of 1914-17 doesn’t seem to 








Canadians’ English Offices 
Apparently Well Hidden 


There is a touch of humor in 
the fact that Canadian life com- 
panies with branches in England 
have set up emergency offices 
which apparently are well camou- 
flaged from enemy bombers. At 
least their addresses would seem 
to indicate they have picked out 
picturesque locations in the coun- 
try. One can reach the Manu- 
facturers Life at “The House in 
the Woods, Hindhead,” while 
the Imperial Life seems well hid- 
den in “The Thicket, Walton-on- 
Thames, Surrey.” 








indicate that taking any action is a 
necessary emergency at present. 

Northwestern Mutual did get out a 
clause after the United States entered 
the war but this was prompted more 
by the Mexican border trouble. He ex- 
pressed the belief that it would not be 
wise for the American life companies to 
be too quick to adopt war clauses. 

Northwestern Mutual does receive 
some applications that suggest the pos- 
sibility of a war hazard. That is an 
underwriting problem, he declared. It 
has presented no particular problems for 
Northwestern Mutual, however. 

W. O. Menge, Lincoln National, 
pointed out that the occurrence of war 
is irregular and unpredictable. The 
hazard is one that an insurance com- 
pany should take into consideration. 
War makes life precarious, but differ- 
ences in degree exist. There are a num- 
ber of factors to take into considera- 
tion including the causal connection 
between the war and death, time, place 
and occupation. 


Cause Not Easy to Fix 


In phrasing a war risk exclusion, ref- 
erence to a causal connection may be 
insufficient, because it is not always easy 
to determine whether death was caused 
by the war. Even in using the em- 
bracive phrase, death “caused directly or 
indirectly by warlike operations” may 
be unsatisfactory, because, for instance, 
the question is left open as to whether 
disease may be indirectly due to warlike 
operations. 

He cited some legal decisions grow- 
ing out of the war clauses in the days 
of 1917 which employed the phrase 

(CONTINUED ON PAGE 15) 








New Officers Elected at Research Bureau Agency Officers Meeting 

















H. T. 


BURNETT 





A. B. OLSON 


H. T. Burnett, agency vice-president | A. B. Olson, vice-president of Guaran- 


of ‘Reliance Life, is the new chairman 
of the executive committee of the Sales 
Research Bureau. Vincent Coffin, sec- 
ond vice-president of Connecticut Mu- 
tual,-is chairman of the directors, and 





tee Mutual, is vice-chairman. 

These selections were made by the 
directors at a session following the 
joint convention of the bureau and the 
Life Agency Officers at Chicago. 


VINCENT COFFIN 


In addition to Mr. Burnett, the ex- 
ecutive committee consists of : : 
Irish, president of Union Mutual Life; 
Jerome Clark, vice-president of Union 
Central Life; W. S. Penny, director of 
agencies Sun Life, and Mr. Coffin. 


F. H. HAVILAND 


F. H. Haviland, vice-president of Con- 
necticut General, is the new vice-chalr- 
man of the directors of the Association 
of Life Agency Officers. With these men 
at the helm, it is expected that the two 


groups will continue to forge ahead. 
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Indignation Runs 
High Against 
INEC Inquiry 


Agency Questionnaire 
Caused Solidification of 
Sentiment 


Recent developments in the TNEC 
investigation, particularly the recent 
questionnaire on agency practices, are 
producing among insurance executives 
a spirit of rage. At recent insurance 
gatherings, the subject has been the 
main topic of conversation informally 
and hundreds of indignation gatherings 
have been held in hotel lobbies and 
rooms. 

When the investigation was started 
there was a certain feeling of uneasiness 
lest it turn into a smear campaign 
against the business but most of the 
conservative leaders counselled a 
cooperative attitude and expressed the 
opinion that a properly conducted in- 
vestigation could do no harm; that the 
business should be grateful if any de- 
fects were exposed so that prompt 
remedial measures might be taken. 


However, that spirit of tolerance has 
very largely disappeared as a result of 
the way the investigation has been con- 
ducted and some of the most important 
men in the business are now taking the 
platform to denounce the inquisition. 
The first man to speak his mind in open 
meeting was L. A. Lincoln, president 
of Metropolitan Life, who made a sen- 
sational talk at the meeting of the 
American Life Convention. Now T. I. 
Parkinson, president of Equitable So- 
ciety, is speaking out against the “reck- 
less” men that are conducting the in- 
quiry. 

The thing that has solidified senti- 
ment and angered pretty nearly the en- 
tire business is the questionnaire on 
agency practices. This is an extensive 
interrogatory. Many of the questions 
are not easily answered, because the 
records are not kept in such a way that 
the information can be extracted. A 
great deal of research will have to be 
undertaken by the companies to com- 
plete the questionnaire. 

One observer remarked that if th 
companies did keep their records in 
such a way as to be able to produce 
the answers that dre sought, the cost 
of doing a life insurance business would 
be enormously increased. The presi- 
dent of another company said that if 
every clerk in his office should be as- 
signed to the task of getting up the de- 
sired information the work could not 
be completed by the December dead- 
line that has been set. 

The questionnaire that was actually 
sent out, it is understood, is a third 
draft. The earlier drafts that the SEC 
Intended to send out, it is understood, 
Were vastly more complicated and ex- 
tensive. 

Some of the company leaders, in their 
Present heated state of mind, are ad- 
vocating that the business as a whole 
defy the SEC in connection with this 
questionnaire, refuse to complete it and 
if contempt Proceedings are started, to 
defend themselves on the ground that 
committee is far exceeding its au- 
‘ ority, which was limited by resolu- 
Unt to exploring monopolistic phases. 

nless something else happens, how- 
ever further to increase the blood 
pressure of insurance executives, it is 
ikely that such a movement will not 
evelop at least on a significant scale. 
3 € more conservative leaders are still 

Pposed to taking any action that would 
antagonize the inquisitors. 


Average N.Y. Bank 
Policy Is $831 


Insurance in force of the New York 
savings banks as at Sept. 30 exceeded 
$5,500,000 represented by 6,699 policies, 
C. B. Plantz reported at the convention 
of the Savings Bank Association of New 
York at Hot Springs, Va. Forty-seven 
percent of the purchasers, he said, had 
no other insurance while 25 percent 
more had only one weekly payment pol- 
icy. About 78 percent have applied for 
policies in the amount of $1,000. The 
average policy is $831. The limit that 
may be issued is $3,000. Less than 10 
percent of the policyholders were depos- 
itors of the bank where they applied for 
insurance. Thus the insurance facility 
has brought many new persons to the 
banks and Mr. Plantz predicted that the 
banks can eventually convert these per- 
sons into customers in the regular bank- 
ing department. The average life insur- 
ance savings account is $70. 


Notes Pleasant Relationship 


Mr. Plantz said the banks and the in- 
surance agents and companies are get- 
ting along amicably. The $3,000 limita- 
tion is regarded by agents as removing 
savings banks as serious competitive 
threats. 

The banks have had three death losses 
amounting to $5,500. Premium collec- 
tions were $106,000 and Mr. Plantz esti- 
mated that the guaranty funds at the end 
of the year would stand at approxi- 
mately $175,000. 


MASS. SAVINGS BANK ADDITIONS 


BOSTON — Issuing institutions for 
savings bank life insurance in Massa- 
chusetts have been increased to 28 by 
the addition of the Institution for Sav- 
ings in Roxbury and the Greenfield 
Savings Bank. There are also 101 sav- 
ings banks acting as agencies for sav- 
ings bank life insurance. 





Now in Office 








MORVIN DUEL 


Morvin Duel, the new insurance com- 
missioner of Wisconsin, is a former 
state senator and also a local agent at 
Fond du Lac. He is highly regarded 
by all and is well fitted for his new post. 








Provost on Louisiana Commission 

Governor Long of Louisiana has ap- 
pointed Arthur Provost of New Iberia 
to the Louisiana insurance commission 
to succeed L. W. Cajan, whose term has 
expired. 





Edwin Bond, 65, veteran manager of 
the Detroit branch of the Metropolitan 
Life in the Park Avenue building, died 
there. He had been with Metropolitan 
Life 40 years. 











and noted down the name. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





WHEN IS A CONTACT? 


One of our Oklahoma underwriters one evening ordered 
a package from a drug store. 
delivery boy arrived, so he was invited inside to wait out the 
shower. Chatting casually, the underwriter learned that the 
boy’s older brother worked in town for an optical company, 


The name was included in a direct mail list of prospects 
to whom were sent letters offering a booklet. The brother 
wrote to ask for the booklet. The underwriter called at the 
optical office, and was told that office hour visits were not 
permitted. So he wrote to ask for an appointment, and the 
prospect himself called—and bought Retirement Income. 


When is a contact a contact? A page torn from a tele- 
phone directory is a list of names, of course, but it is too 
impersonal. Every name in a contact list ought to have some 
little personal touch to bring it alive. When it has that, a 
contact can be a contact, and prospecting should proceed. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


It was raining when the 


JOHN A. STEVENSON 
President 




















Aduaries Praise 
Mortality Table 
Committee Report 


Endorse Suggestion of 
New Committee to Study 
Surrender Values 


High praise was accorded the report 
of the committee on the mortality table 
of the National Association of Insurance 
Commissioners at the meeting of the 
American Institute of Actuaries in Chi- 
cago. Some of those who participated in 
the discussion made incidental criticisms 
but on the whole the comment was de- 
cidedly favorable. 

The discussion was opened by C. A. 
Taylor, Life of Virginia, who repre- 
sented the Institute on the commission- 
ers’ committee. He spoke highly of A. 
N. Guertin of the New Jersey depart- 
ment, chairman of the committee, and 
said that all of the members were very 
fair in their attitude. The report covers 
i180 pages and Mr. Taylor read certain 
excerpts including the conclusion of the 
committee that the charge is unfounded 
that the companies derive an_ un- 
conscionable profit from the use of the 
American experience table. 


Surrender Value Problem 


The most difficult problem encoun- 
tered by the committee was in connec- 
tion with surrender values, because the 
use of a new, modern table, with its 
lesser mortality assumptions would pro- 
duce higher reserves and higher surren- 
der values. The committee recommended 
that another committee be appointed by 
the commissioners association to study 
the matter of surrender values in detail. 

V. R. Smith, Confederation Life, said 
there is no advantage in maintaining 
maximum reserves and a minimum sur- 
plus. Such a practice ties the hands of 
the companies. The reserve is really a 
test of solvency, he declared, and noth- 
in more, and the companies should keep 
their funds as free as possible and noth- 
ing for time of storm. He said the com- 
panies should undervalue their assets 
whenever possible and overvalue their 
liabilities such as outstanding taxes, ex- 
penses, and should undervalue outstand- 
ing and overdue premiums. 

Bruce Shepherd, Life Presidents As- 
sociation, referred to that portion of the 
report in which it was stated that the 
state, in setting up mortality tables as 
legal valuation standards, has certain ob- 
jectives, including the establishment of 
premiums that are reasonable and pro- 
viding for reasonable nonforfeiture val- 
ues. That is an erroneous principle, ac- 
cording to Mr. Shepherd. The two sub- 
jects should be covered independently. 


Incidental Part of Contract 


They should be covered independently 
of any valuation standard. In tying up 
the definition of surrender values to re- 
serve standards. the laws have the effect 
at some points of artificially affecting the 
size of the premium that has to be 
charged. It forces the company to take 
account of surrender values in the calcu- 
lation of premiums. The surrender 
charge should be an incidental part of 
the contract. 

The statutes also affect the deficiency 
reserve law. This is an artificiality that 
should be removed, he declared. Defi- 
ciency reserve laws are in the nature oi 
penalty statutes. 

The New York law is desirable, he 
said. It provides that no company may 
issue insurance which shall not appear 
to be self supporting on reasonable as- 
sumptions. Mr. Shepherd said he is 


(CONTINUED ON PAGE 13) 
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To Hold Hearing on 
Written Tests for 
N. Y. Industrial Men 


Surrender Charge Time 
Limit, Fee Counsellors, 
Also on Nov. 14-16 Agenda 


NEW YORK—Written examinations 
for industrial agents, industrial policy 
loans when the cash value amounts to 
$50 or more, surrender charge limita- 
tions on ordinary and industrial policies, 
and insurance counsellors will be the 
subjects of hearings Nov. 14-16 before 
the joint legislative committee for insur- 
ance law revision, Chairman R. Foster 
Piper has announced. Hearings will be 
held at the New York state office build- 
ing, 80 Centre street, New York City. 

While the New York department re- 
gards the industrial policy loan idea as 
of rather doubtful practical value, it is 
known that Superintendent Pink strongly 
favors the requiring of written examina- 
tions for industrial agents. It is ex- 
pected that there will be considerabie 
opposition on the part of the industrial- 
writing companies, 


Provided for Ordinary 


New York does not now require writ- 
ten examinations of agents in any branch 
of life insurance. However, when the 
new code goes into effect Jan. 1 all new 
agents will be required to pass a written 
examination and while licenses will be 
renewed without examinations the sup- 
erintendent has the option of demanding 
a written examination in case of renew- 
als where he has reasonable ground to 
question the competence of the agent, 
also where a license has been suspended 
or revoked. 

While the new code specifically ex- 
empts agents selling solely industrial in- 
surance, either life or accident and 
health, Superintendent Pink feels that 
because the average industrial buyer is 
more easily imposed upon than the pros- 
pect in the ordinary field, it is more es- 
sential to have written examinations for 
industrial agents than for those selling 
ordinary. 


Seeks Additional Suggestions 


While written examinations and indus- 
trial policy loans are the only subjects 
so far on the agenda for the first day of 
the hearings, Nov. 14, Mr. Piper says 
that he will welcome other ideas or sug- 
gestions as to what should be discussed 
in connection with industrial insurance. 

Proposed limitation of surrender 
charges is one of time rather than 
amount. There is no argument about 
the propriety of imposing a surrender 
charge to cover the cost of putting polli- 
cies on the books, but Mr. Piper’s con- 
tention is that once this cost has been 
taken care of the surrender charge 
should be eliminated entirely. He says 
that the committee has been urged to 
require all companies to eliminate the 
surrender charge some time between the 
fifth and the tenth year. 

Linked with Dividends 

The surrender charge question is tied 
up with the payment of dividends in 
early policy years. Payment of dividends 
before a new policy has paid its acquisi- 
tion. cost was the subject of considerable 
controversy at the time of the hearings 
on the code. While the proposed time 


limit on surrender charges is not ex- 
pected to be drastic, it would involve 
changes in practice for a good many of 
the companies and quite a lot of discus- 
sion is expected. The entire second day 
‘will be given to surrender charges. 

Fnal day will be devoted to in- 


The 





Research Bureau-Agency Officers conventioneers. 








Top—H. J. Syphus, superin- 
tendent of agencies Beneficial Life; A. E. Patterson, vice-president Penn Mutual; 
Charles Mehlman, vice-president Colorado Life. 

Bottom—Howard Oden, vice-president North American Reassurance; C. T. Davies, 
Wyomissing, Pa., million dollar policyholder, convention speaker; R. E. Irish, presi- 
dent Union Mutual Life, Maine. 








surance counsellors. 
ing the insurance interests and the coun- 
sellors themselves, the committee ex- 
pects to have a representation of the 
American Bar Association, the state bar, 
and the local bar associations. The New 
York department is skeptical of the 
value of a licensing law for insurance 
counsellors unless the law is_ strict 
enough to give the department full con- 
trol over what the counsellors do. With- 
out such control it believes that only the 
most flagrant abuses would be curbed 
and counsellors in the main would be 
free to pursue their present course and 
in addition to advertise that they are of- 
ficially licensed by the state of New 
York. 


Ellsworth Appointed Office 
Manager by Parsons 


H. F. Ellsworth has been appointed 
office manager of the Bruce Parsons 
Chicago agency of Mutual Benefit. He 
1S an expert on tax and estate problems 
and will specialize in service to brokers. 

Mr. Ellsworth goes to the Parsons 
agency from the F. N. Winkler Mu- 
tual Benefit Cleveland agency, where 
he was associated since 1937. Previous 
to that time Mr. Ellsworth attended 
American University in Washington, 

C., for a year. Before that he was 
with the New England Mutual in 
Cleveland from 1930 to 1936. He was 
graduated from Ohio Wesleyan Uni- 
versity in 1930 with highest honors. 
being named to Phi Beta Kappa. He 
holds a law degree and is a member 
of the Ohio bar. 


In addition to hear- | 





University of Texas 


Plans Conference 


AUSTIN, TEX.—The University of 
Texas has moved to swap ideas with 
the insurance field of Texas and the 
southwest, announcing plans to hold a 
two-day conference in Austin, Nov. 
24-25, on the general problems of per- 
sonnel selection and employer-employe 
relations. 

The conference is the first of its kind 


to be attempted by the university. W. 
R. Woolrich, university engineering 
dean and conference chairman, said 


that not only Texas insurance men but 
representatives of nine other fields of 
employment, ranging from public utili- 
ties to petroleum production, would 


‘attend. 


The program . calls. for a. keynoting 
address by Dr. H. P. Rainey, university 
president, a general session on the per- 
sonnel problems of the southwest area, 
clinics on job interviews, a panel of 
speakers giving short talks on their own 
problems of employment and personnel, 
and a round-table discussion of such 
recent governmental regulations affect- 
ing employer-employe relations as the 
wages and hours law, social security 
act, and the National Labor Relations 
Board. 





The D. M. Skinner agency of the 
Aetna Life in Kansas City won the “dog 
fight,” competitive campaign held each 
year by Aetna Life agencies in Missouri, 
Kansas, Oklahoma and Colorado, 








Parkinson Strong 
for State Control 
of Insurance Line 


Equitable’s President 
Opposed to So Much 
Federal Centralization 


SAN FRANCISCO—President T. I, 
Parkinson, Equitable Society, is visiting 
the Pacific Coast, relating his experience 
as a witness before the TNEC commit- 
tee and upholding state and local gov- 
ernmental control. At Los Angeles he 
said: 

“The biggest problem facing the coun- 
try today is the development and sus- 
taining of the strength of municipal and 
state governments as opposed to the cen- 
tralization of power in Washington. Re- 
gardless of what political party is in 
power, the trend toward shifting of gov- 
ernmental power from the states and the 
cities to the federal government should 
be fought with all our might.” 


Focus Attention on Europe 


He testified for an entire day before 
the TNEC during the course of which 
he endeavored to give the committee a 
true picture of the selling of life insur- 
ance and the service rendered to policy- 
holders by the agents. He said: 
“Washington is interested in Europe and 
international affairs more than ever be- 
fore. My guess is that it is deliberate’ 
because it is good politics to get away 
from domestic problems and focus inter- 
est on the more distant and alluring in- 
ternational problems.” 

Business generally was on the upturn 
before the war started in Europe, he 
said. 

“Repeal of the arms embargo will 
mean a heavy but gradual increase in 
business in this country. The increase 
is dependent upon what England and 
France can buy from us and_ what 
amount of goods they can ship from the 
United States,” he said. “It probably 
will mean a readjustment of sea trade 
routes and, as I see it, will send more 
American ships to the Pacific coast, but 
what effect this will have I am not pre- 
pared to say. 

“The market generally is stronger and 
a decided improvement in the life insur- 
ance business already is here,” he said. 

Getting back to tlfe government's part 
in the housing program and the slum 
clearance, he had this to say: 

“If the government had kept its hands 
off housing, private enterprise would 
have built more houses than the govern- 
ment ever will.” j 

At San Francisco he said state super- 
vision is best for the policyholders. He 
said that the demand for annuities was 
keeping up because of the doubtful fiscal 
Situation; that the “monopoly ‘commit- 
tee” investigating life insurance at the 
present time seems to -be interested 
mostly in finding a path to establish fed- 
eral regulation of the insurance business. 

Asked to elaborate a little about his 
aggressive support of local and state 
governments with the federal govern- 
ment handling only those matters which 
are distinctly and actually national in 
general, Mr. Parkinson said that the 
whole scheme of Americanism is based 
on local governments where the individ- 
ual may enjoy more liberties than would 
be posible under a nationalism which 
eliminated the personal touch the indi- 
vidual’s local interest in local affairs. | 

“A distant government,’ he said, 
“ceases to be representative—and federal 
regulation of insurance of a one-system 
federal government in the United States 
would be a step backward.” 
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Questions on Arnold's 
Plan of Compensation 


At the meeting of the Life Agency 
Officers-Sales Research Bureau in Chi- 
cago, following the address of O. J. 
Arnold, president Northwestern National 
Life) who explained the new agency 
compensation plan that had been put 
into effect by his company, S. E. Mooers, 
agency vice-president Acacia Mutual 
Life, presented some questions. The pre- 
siding officer informed Mr. Arnold that 
there would not be time for him to make 
a reply as undoubtedly there might be 
a prolonged debate. However, he was 
furnished the questions and on his re- 
turn to his office wrote a letter to Man- 
ager Holcombe of the Research Bu- 
reau, commenting on these questions. 


Questions on Arnold Plan 


The questions propounded ‘by Mr. 
Mooers are: 

1. Since one of the fundamental ob- 
jections to the renewal commission form 
of contract as expressed so vigorously 
of late in the trade papers is the automa- 
tic termination of renewal commissions 
after the expiration of the nine year 
period, in spite of the fact that the agent 
is called upon to render continuing serv- 
icse to the policyholder during the life 
of the policy, why do you continue in 
your plan this principle of automatic 
termination of renewal commission, al- 
though one of the objectives of your 
plan is to better reward the agent for 
better service to policyholders? 

2, Since base persistency rates for the 
company and the estimated persistency 
rates for each agent must be determined 
from 12 to 18 months in advance of the 
‘date as of which the compensation will 
be actually determined, how are you go- 
ing to arrive at a satisfactory method for 
forecasting general ‘business trends so 
far in advance in order to produce per- 
sistency rates which you can rest as- 
sured will be reasonably in line with 
actual experience? 


Forecasting Persistency Rates 


3. If because of the difficulty in fore- 
casting persistency rates for each agent 
so far in advance it should happen that 
there is an over-statement of expected 
persistency rates which will require an 
adjustment downward in the agent’s 
compensation, is it not true that such 
adjustment will involve extended and 
complicated calculations and accounting 
operations, when we take into consider- 
ation that such adjustment will be made 
in future years and that in no one year 
will the adjustment be made to such an 
extent as to reduce the compensation for 
that year below the guaranteed 5 per- 
cent renewal commission minimum? 

4. When we take into consideration 
the forecasts that must be made of per- 
sistency ratios for the company and the 
estimated persistency ratios for each 
agent, together with the calculations 
which must ‘be made to determine how 
the compensation paid compares with the 
compensation earned, and the _ subse- 
quent operations which must be per- 
formed to adjust the paid to the earned 
basis, and when we consider that these 
Operations with respect to an agent’s 
compensation for one calendar year must 
be performed over a period of three cal- 
endar years, is it not true that the ad- 
ministration of the plan in the home 
office will be extremely complicated and 
expensive? 


Renewal Compensation 


5. Because the plan is based upon the 
Principle that renewal compensation 
shall be paid only on the amounts re- 
newing in excess of the amounts re- 
quired to satisfy the base persistency 
Tatios, with the result that a difference 
Of 1 percent in the persistency rates for 
an agent will produce a difference of ap- 
proximately 5 percent in the amount of 
us renewal compensation, is it not true 
that the major variations in compensa- 
tion which will result from the minor 


variations in persistency rates, which 
must be expected from year to year, will 
tend to upset and discourage the agent? 
Furthermore, will not this effect be ac- 
centuated if within a certain calendar 
year it is necessary, in addition, to adjust 
the agent’s compensation downward to 
take care of over-payments in a previous 
year or years? 

6. Is it not true that because the plan 
provides that the compensation shall be 
determined in accordance with the per- 
sistency rates dating from the issuance 
of each policy, the result is that an agent 
who has in one calendar year termina- 
tion rates higher than normal termina- 
tion rates, and who in each year there- 
after has his normal termination rates, 
will have his compensation in such fol- 
lowing calendar years depressed because 
of the terminations in that one calendar 
year because of the higher than normal 
terminations in that one calendar year— 
and will not this be discouraging to the 
agent? 


O. J. Arnold’s Reply 


Mr. Arnold’s reply in his letter to Mr. 
Holcombe is: 

“T should like to answer very briefly 
the questions asked in the Thursday 
morning session of the Research Bu- 
reau meeting by S. E. Mooers of the 
Acacia Mutual. I shall make no attempt 
to correct certain conclusions he reached 
in the body of his questions, some of 
which do not conform with the plan it- 
self. But since time did not permit of 
answers to the questions themselves 
after they had been read, the answers 
should be available to anyone who may 
be interested. 

“The first question deals with the de- 
sirability of continuing the renewal com- 
missions after nine years. I personally 
feel we might more properly limit regu- 
lar renewal commissions to earlier years 
—say the first five—when real effort is 
needed, and discontinue renewal com- 
mission payments thereafter when most 
business renews automatically. However, 
we retained the nine year period to con- 
form with our existing contracts with 
our agents. I do not believe from the 
agent’s angle he cares much whether the 
period is five years or 20 years so long 
as- he is paid adequately for his total 
efforts. 


Method of Forecasting 


“The second, third and fourth ques- 
tions deal with our method of forecast- 
ing. e are entirely satisfied that 
our method of forecasting is accu- 
rate enough for our purposes and 
offers several advantages. One such 
advantage is that, contrary to Mr. 
Mooers’ assumption, it simplifies our re- 
newal payroll calculations to one esti- 
mate at the beginning of the year and 
one adjustment at the end of the year in 
place of continuous calculations on each 
and every renewal premium received 
during the year. However, Mr. Mooers 
should observe that this particular fea- 
ture of our plan is not a necessary 
feature and can be dispensed with by 
anyone who feels the estimate in ad- 
vance might lead to difficulties. We sim- 
ply believe that the advantages of esti- 
mating in advance offset such occasional 
disadvantage that might arise in the 
case of an individual agent who did not 
live up to our estimate. And in any 








event, our over-all outlay is strictly con- 
trolled ‘because we pay commissions only 
on that portion of the business repre- 
sented by the difference between our 
base ratio and our company average 
performance; and we allow for errors 
in our advance estimate when we estab- 
lish the base ratio at the beginning of 
the year. 

“The last two questions deal with the 
fact that our plan is very sensitive to 
changes in the agent’s renewal ratios and 
even inflicts discouraging penalties for 
business which renews at low levels. My 
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field representatives with all 


intangible with which success is 
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achieved in insurance selling. 


WALTER W. HEAD, President 
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You can’t do TODAY’S insurance sell- 
ing with YESTERDAY’S tools and be 
successful. Today, your insurance port- 
folio must contain complete multiple 
line coverage—coverage geared to, and 
synchronized with, current economic 
and social trends. 

General American Life, with its 
Multiple Lines, gives the public the 
coverage it wants. Fitting examples 
are the two most recent additions to 


our sales kit: 


* The Progressive Hospital, Nurse and Sur- 
gical Expense Health Policy for individuals. 


* Employee and Dependents Group Hospital- 
ization and Surgical Procedure Benefits 


Insurance for employee groups. 


Just two reasons (and there are plenty 
of others) why General American Life 
agents and agencies are forging ahead. 

Get all the facts about General Amer- 
ican Life... its *Multiple Line Cover- 


age... its kit of insurance selling tools. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Lonis, Missouri 





*MULTIPLE LINE COVERAGE: Participating « Non-Participating « Salary 
Savings « Juvenile « Sub-Standard « Annuities « Commercial Accident and 
Health and Hospitalization « Group Life « Wholesale Insurance « Group Acci- 
dent and Sickness ¢ Group Accidental Death and Dismemberment « Employee 
and Dependents Group Hospitalization with Surgical Procedure Benefits 
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only answer is that these were inten- 


tional aims of the new plan. We believe 
that poor business should be discour- 
aged, that variations in persistency 


should be so sharply reflected in the 
agent’s earnings as to make him con- 
stantly aware of persistency, and that 
earnings on poor business should reflect 
the value of the business to us even if it 
serves to discourage the agent. If it 
discourages him from submitting more 
poor business, the effect will be just as 
we want it.” 


Indiana Association Is 
Expanding Its Organization 


The Indiana Association of Life Un- 
derwriters had a dinner meeting at Tur- 
key Run, Indiana state park, with about 
100 in attendance. The importance of 
a strong organized force was stressed 
by H. L. Rogers, Indiana agency man- 
ager Equitable Society, state president, 
who reported at some length on the 
trend of the TNEC hearings in Wash- 
ington. 

“We must be well organized if we 
are going to carry the facts and the im- 
plications of this investigation by ad- 
ministration authorities to the public, 
who are vitally concerned through their 
life insurance interests as to the final 
outcome of this probe,” he said. He 
also warned that what is being at- 
tempted in California and Ohio to load 
on old age pensions will probably have 
to be met in other states, including In- 
diana. To meet this life underwriters 
must be lined up in strong formation. 

In attendance were life men from 
Evansville, Bloomington, Vincennes, 





Gary, Logansport, Kokomo and Indian- 
apolis, with a large representation from 
the Terre Haute association, which 
sponsored the meeting. Lieutenant- 
Governor Schricker, Commissioner 
Newbauer and Deputy Commissioner 
Cramer spoke briefly. 

A meeting will be held at Muncie, 
Nov. 17, for formation of an association, 
which is expected to start with about 
75 members. H. T. Wright, Chicago, 
vice-president National association, will 
be present and delegates will attend 
from Muncie, South Bend, Fort Wayne, 
Richmond, Indianapolis, Kokomo, Log- 
ansport and Lafayette. With the addi- 
tion of Muncie, the state will have 14 
strong local associations. 





Los Angeles Supervisors Organize 


The Life Supervisors Association of 
Los Angeles, which was tentatively or- 
ganized late in October, completed or- 
ganization this week and the newly 
elected officers were installed. They 
are: President, Elden L. Smith, Con- 
necticut General; vice-president, S. I. 
Snortum, Equitable Society; secretary- 
treasurer, Jack White, Prudential. Jo- 
seph Charleville, managing director of 


the Los Angeles Life Underwriters 
Association, was elected an honorary 
member. 





Swanson Agency Is Second 


The H. G. Swanson general agency 
of New England Mutual in Chicago is 
in second place for the year to date, 
with 20 percent increase in paid busi- 
ness. The office started from scratch 
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Top row—F. J. Seitz, director of 
sales American Home, Topeka; W. R. Smith, vice-president LaFayette Life. 

Bottom—N. F. DeNezzo, field supervisor Aetna; Milton Jones, assistant supervisor 
Travelers, convention speaker; B. H. Groves, Chicago manager Travelers. 








Mass. Mutual Has 
New Training Course 


Massachusetts Mutual Life has an- 
nounced a new agents’ training course 
in 11 bound volumes with illustrated 
covers. The first of the series is de- 
signed to acquaint new agents with the 
history and growth of the company, and 
is patterned on “The Calvacade of 
Progress” in the recruiting material, 
which was awarded a certificate of ex- 
cellence at the recent Detroit meeting 
of Life Advertisers Association. 

Other volumes cover the background 
of life insurance, a review of the quali- 
ties essential to success in selling and a 
simple description of life insurance as 
property. Policies, contract provisions, 
underwriting rules, procedures, etc., are 
explained. Under “Finding the Buyer,” 
a resume is given of the best methods 
of prospecting: how, where and when 
to get qualified prospects. Numerous 
examples of successful prospecting ap- 
proaches and methods are cited. 

In “Developing Your Sales Conversa- 
tion,” comparison is drawn of impromptu 
and organized sales presentations. 


Closing Factors Treated 


Considerable attention is given to mo- 
tivation so that the new agent will un- 
derstand how to close business today. 
Two methods of answering these objec- 
tions are outlined. 

Practical advice and rules for work 
habits with 10 coordinated fundamentals 
essential to success are covered. 

“My Income Control” explains that 
a lack of well planned energetic work 
is the cause of many failures, and shows 
the new representative the merits of 








time control in an easy, natural and 
comfortable fashion. 

“Completing Life Plans” explains that 
to best serve the buyer’s purposes, each 
policy must be properly fitted into a 
well integrated estate. The responsibil- 
ity of the agent in this connection is 
emphasized. Settlement options are de- 
fined and illustrated. 

In addition to the chapters for agents, 
there is a section to guide general agents 
and supervisors in using the training 
course. 


A. L. Dern on Long Trip 
to the Western Offices 


A. L. Dern, vice-president and director 
of agencies of the Lincoln National Life, 
has begun an extensive tour on which he 
will visit western agencies. The first 
stop was the B. M. Kirke agency in Des 
Moines. While in Des Moines he ap- 
peared as speaker before the Des Moines 
Life Underwriters Association. Other 
stops include: P. W. Aurell agency, 
Phoenix, Ariz.; W. T. Shepard agency, 
Los Angeles; Sleeper-Webber agency, 
San Francisco; L. K. Newfield agency, 
Oakland, Cal., and the R. E. Murphy 
agency, Sacramento, Cal. : 

Mr. Dern plans to participate im 
agency meetings in each city and to ho 
individual conferences with agency 
members on plans for the new year. In 
the agency meetings he will review the 
year’s activities of the company and its 
business to date, discuss agency plans, 
and, in line with the company’s policy, 
stress service to policyholders. Mr. Dern 
will emphasize the company’s new plan 
of measuring agents and agency prog- 
ress by insurance in force rather than 
volume of new business written. 
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Capital Issues 
Eyed by Actuaries 


American Institute Treats 
Social Security, TNEC, War 
Effect, Mortality Table 


The mid-year meeting of the Ameri- 
can Institute of Actuaries, coming as it 
did when so many large questions were 
confronting the business, produced much 
illuminating comment in the periods de- 
voted to informal discussion. One of 
those periods was a closed session dur- 
ing which discussion centered princi- 
pally about the TNEC investigation and 
the question of whether non-par rates 
should be increased. 

At the open discussion period, the 
greatest interest was manifested in ques- 
tions relating to the social security act, 
to war risk exclusion clauses and to the 
report of the subcommittee of the com- 
missioners convention on a _ proposed 
new mortality table. 


Hohaus Wields Stern Gavel 


So many provocative subjects were 
on the agenda that R. A. Hohaus, as- 
sistant actuary Metropolitan Life, the 
Institute president, had to wield a stern 
to keep the sessions within 
bounds. This was the first meeting 
over which he had presided and he per- 
formed in admirable style, rendering an 
exc !lent presidential address and point- 
ing up the discussion with pertinent and 
sometimes humorous comments. 

W. D. MacKinnon, assistant actuary 
of Equitable Life of Iowa, who is sec- 
retary of the Institute, announced that 
the annual meeting will be held at Chi- 
cago, May 23-24. He reported that 
five new associates and 13 new fellows 
have been admitted to the Institute. 

A memorial was read to T. H. 
Plunkett, manager and actuary for 
Great Britain of Crown Life of Can- 
ada, who died recently. Col. H. J. P. 
Oakley, president of the British Insti- 
tute of Actuaries, was elected as a fel- 
low and a special amendment to the 
by-laws was passed. 


Few Use Assignment Form 


During the course of the meeting F. 
E. Huston, actuary of the American 
Life Convention, asked for a show of 
hands to indicate the number of 
companies that are using the uniform 
assignment form that has been recom- 
mended by the American Bankers As- 
sociation and has received qualified ap- 
proval of the Association of Life 
Insurance Counsel. There were no 
hands raised in the affirmative but a 
great many hands went up on the nega- 
tive. 

It was announced that the Pacific 
Coast Actuarial Club had decided to 
cancel its spring meeting and instead 
to have a large delegation attend the 
annual convention of the Institute in 
Chicago. 

Those who had prepared new papers 
gave a synopsis of what they had writ- 
ten. C. O. Shepherd of Travelers had 
written a paper giving the background 
of the establishment of the legal re- 
serve system. He said that the legal re- 
serve system is an institution that has 
been taken for granted and that it is 
rarely discussed these days in its fun- 
damentals. He said that he prepared 
the paper because he feels there is a 
need for clarification of thinking re- 
garding the system and a need for re- 
examination of the instrument as a 
whole. In his paper he traces the his- 
tory of the legal reserve system, points 
out some of the defects that were ex- 
Posed, amendments that were made 
and traces the effect of legislation that 
was enacted following the 1906 investi- 
gation. -..... ete Me YE. 

In recent, years, he observed, there 
has been a’ revival of interest in the 
reserve standard and this interest has 
benetrated into the agency field. Mis- 





conceptions have been propagated by 
twisters and counsellors, he said. 

Dr. R. B. Robbins, Teachers In- 
surance & Annuity, presented a paper 
on retirement plans created by federal 
legislation, with particular reference to 
social security act, the railroad retire- 
ment act and the plan for civil service 
employes. 

L. L. Stevens, Penn Mutual, gave a 
paper on mortality under family main- 
tenance policy. Penn Mutual, he re- 
called, entered the family maintenance 
field in 1930. The underwriting rules 
applicable to term insurance were ap- 
plied to the family maintenance con- 
tract. The mortality has been favor- 
able. He said that violent deaths are 
60 percent greater in connection with 
permanent forms of insurance. 


Myers Presents Paper 


In the discussion of papers presented 
at the previous meeting, particular at- 
tention was given to that presented by 
R. J. Myers, associate mathematician 
of the social security board, on the cost 
estimates of the social security act. 
Those participating in the discussion 
consisted of Russell Reagh, actuary for 
the United States treasury department, 
W. R. Williamson, actuary of the social 
security board, and John B. St. John, 
social security board, analysis division. 





Jake for John 








JOHN J. MORIARTY 


DES MOINES — Rolling up the 
greatest month’s production recorded by 





the company in the past seven years, 


agents of the American Mutual Life in 
October went well over the top in their 
“Million for Moriarty” goal honoring J. 
J. Moriarty, agency vice-president. 
Agents registered a 24 percent higher 
volume of business in October than in 
any previous month of 1939, and 149 per- 
cent more than in October, 1938. This 
is the 12th consecutive month in which 
American Mutual production has ex- 
ceeded the corresponding month of the 
previous year. 


Randolph Agency Distinguished 

CINCINNATI—Three members of the 
Guy D. Randolph agency of the New 
England Mutual Life have given the 
agency the unique distinction of posses- 
sing three men having more than 200 
app-a-weeks to their credit, H. B. Jor- 
dan, Portsmouth, 380 weeks; J. M. Sal- 
laday, Portsmouth, 368 weeks, and 
Harold Doll, Cincinnati, 205 weeks. Mr. 
Jordan has the further distinction of 
never missing a week’s production since 
engaging in life insurance over seven 
years ago. 








Field men of the O. D. Douglas Texas 
general agency of the Lincoln National 
Life produced more than $1,000,000 of 
business in October to honor Vice-presi- 
dent A. L. Dern. 








of the country. 


WE OFFER 


SC CPONOMAWHD 





pare for their futures. 





What about YOUR OWN Future? 


As an insurance man you are continually asking your prospects to pre- 
Have you ever given serious thought to your 
own? If you are like many others, possibly you have put off doing so. 
Now is the time to do just what you ask others to do. 





The Minnesota Mutual has a few general agency openings in various parts 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 
Policies for every purpose: Regular—Family—Juvenile— 
Women—Group—Payroll Savings, etc. 
Low monthly premiums. 


A $225,000,000.00 Mutual Company, 59 years old 


with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Sees Social Security as 


That to only about one-sixth of those 
normally buying Northwestern Mutual 
Life contracts will the social security 
benefits be a consideration was indicated 
in an analysis made by that company 
and reported at the meeting of the Amer- 
ican Institute of Actuaries at Chicago 
by Assistant Actuary E. G. Fassel. 

The analysis covered the 1938 issues 
on a paid for basis, 57,000 lives for $233,- 
000,000 insurance. Fifty-two percent of 
the buyers were not covered under the 
social security act; 12 percent were phy- 
sicians, teachers and lawyers; 5 percent 
were other occupations not covered; 9 
percent were students; 20 percent were 
in agriculture and housewives; 6 percent 
was business insurance and wife owner- 
ship. 


Others Not Interested 


Forty-eight percent of the insurance 
consisted of policies on workers who do 
come under the social security act, but 
9 percent were endowments and single 
premium contracts (the owners obvi- 
ously not being in a class that would re- 
gard the social security benefits as some- 
thing mutually exclusive); 5 percent 
were on the lives of persons in their fif- 
ties (another class that is not likely to 
waiver on the purchase of insurance be- 
cause of social security benefits); an- 
other portion consisted of buyers of 
large lines. 

The remaining sixth, according to Mr. 
Fassel, might be impressed bv the social 
security benefits, and would constitute 
the range of prospects for whom the 
agents “might have to think up some ar- 
guments.” 

Mr. Fassel predicted that there will 
be a tendency on the part of those not 
covered by the act at least to match for 
themselves the benefits that are pos- 
sessed by those that are covered. 

Mr. Fassel voiced the belief that the 
sound course is to encourage agents to 
educate the »ublic as to what their bene- 
fits are under the law. 


M. A. Linton Makes Contribution 


M. A. Linton, president of Provident 
Mutual Life, participated in the discus- 
sion. He covered about the same ground 
that he had covered the previous day in 
addressing at the same place the meet- 
ing of the Research Bureau-Agency Of- 
ficers. Mr. Linton, having been a mem- 
ber of the social security advisory board, 
is always attentively followed on this 
subject. 

Mr. Linton remarked that a certain 
element in the business asserts that in- 











Factor to But é of Buyers 


surance should have opposed the intro- 
duction of survivorship benefits into the 
social security fabric; that this ‘depar- 
ture constituted an encroachment upon 
the preserves of life companies. The 
speaker declared, however, that the step 
was logical and desirable in terms of 
social needs. The lump sum payment 
in the old act, increasing to a maximum 
the day before the worker reached age 
65, when the need was the least, was il- 
logical. Eight of the 13 European plans 
include survivors benefits, he said. 


Sees Difference of Opinion 


Mr. Linton said that under the sur- 
face there is a decided difference of 
opinion as to the effect of the act on 
the part of agency officers, some believ- 
ing that it is extremely dangerous. 

He warned in constructing sales argu- 
ments in the light of the act, against 
making such statements as “Social se- 
curity still doesn’t cover ...,” this im- 
plying a criticism of the act and of 
Congress. Rather should the statement 
run, “Social security naturally doesn’t 
cover... .” Social security should pro- 
vide only a basic minimum; that is all 
it is intended to provide, leaving the 
balance for private enterprise and thrift. 

The greatest threat, he declared, is 
contained in such proposals as the Bige- 
low scheme in Ohio, whereunder flat, 
liberal benefits are established, to be fi- 
nanced by general tax. That is destruc- 
tive and dangerous. There should be a 
visible connection between the benefits 
and the tax. 


Canvassing Not Affected 


Life insurance is not likely to be af- 
fected by the act in its canvassing as 
extensively as some are predicting. Asa 
matter of fact it is likely to prove bene- 
ficial in many ways. Agents can now 
approach persons with a program appeal 
that were not previously in a position 
to consider a program. 

R. Hohaus, assistant actuary of 
Metropolitan Life, and president of the 
Institute, read excerpts from an article 
in THE NATIONAL UNDERWRITER by Bert 
Hedges, manager at Wichita for Busi- 
ness Men’s Assurance, who recom- 
mended that the business cease to be 
preoccupied with the act and tend to 
its knitting. 

Earl F. Bucknell, Bankers Life of 
Iowa, declared that the resourceful 


agent should not be discouraged by the 
fact that there is a certain overlapping 
of insurance and social security. Those 
in the lower income group now become 


At Research Bureau-Agency Officers meeting. Left to right—A. C. Wellman, vice- 
president Protective Life; L. J. Doolin, agency executive Fidelity Mutual Life; Holgar 
J. Johnson, president Institute of Life Insurance; E. A. Krueger, field service director 





prospects for programs and those of 
higher income will disregard the federal 
scheme. He warned against permitting 
agents to work out complicated arrange- 
ments keyed to social security benefits. 
Simplicity in settlements is still much to 
be desired, he said. 

George Immerwahr of Chicago voiced 
the belief that the social security act 
will make an insurance program a dis- 
tinct possibility for many who otherwise 
might never have felt able to commence 
a program. Like the government war 
risk insurance, he predicted, it will in- 
crease the consciousness of need for in- 
surance. It will intensify programming 
efforts. It creates the need for supple- 
mentary protection. He mentioned the 
vast market of uncovered employments. 

Mr. Immerwahr had worked out a 
table translating the social security bene- 
fits under a variety of circumstances into 
an equivalent amount of term insurance. 
He set up an hypothetical family, con- 
sisting of husband, age 25, wife, 20; the 
husband having been under the act since 
1937 at $250 per month. In 1942 one 
child is born, in 1945 another. If the 
husband should die in 1940 the death 
benefits plus the value of the annuity 
to his wife when she reaches age 65 
are the equivalent of about $900 of term 
insurance. If the husband should die 
in 1945 after the birth of the second 
child, the benefits would be the equiva- 
lent of about $12,250 term insurance. 


Father of Triplets 


Mr. Hohaus, earlier in the proceed- 
ings, had injected a humorous note, by 
saying that the largest benefits under 
the act would be paid on account of a 
man who died outside the delivery room 
of shock upon being informed that he 
had been presented with triplets. 

As a matter of fact, according to Mr. 
Immerwahr the benefits under those cir- 
cumstances would not greatly exceed an 
equivalent of $12,250 term insurance. 


Actuarial Conceptions 


Earlier in the day there was an in- 
teresting discussion of some of the tech- 
nical actuarial conceptions of the act 
conducted by two gevernment actuaries. 
The discussion centered about a paper 
presented at the last meeting by R. J. 
Myers, actuary of the social security 
— on the ultimate cost of the bene- 

ts. 

Russell Reagh, actuary for the Treas- 
ury department, was a special guest of 
the Institute and contributed a discus- 
sion. W. R. Williamson, social security 
board actuary, also participated, exhibit- 
ing a number of charts upon which vari- 
ous estimates as to cost had been 
plotted. John B. St. John of the social 
security board was another participant 
in the discussion. 

The company actuaries respect their 








State Life of Indiana; C. L. Clark, secretary Liberty Life, Topeka; W. R. Jones, 


Milestones for Montreal 
Life and Its President 








ARTHUR P. EARLE 


Arthur P. Earle, president of the 
Montreal Life and head of the Canadian 
Life Insurance Officers Association, 
marked the completion of 43 consecu- 
tive years in the insurance business at 
the same time that his company reached 
a $50,000,000 in force. Of his 43 years 
in the insurance business, Mr. Earle has 
been with the Montreal Life 29 years. 

He started with the North American 
Life of Canada, but was in the United 
States for several years as actuary of 
the Columbian National Life and Reli- 
ance Life. 








brothers in the government service, feel 
that they are conservative, fair and com- 
petent. R. A. Hohaus, assistant actuary 
of Metropolitan Life, and president of : 
the Institute, declared that 10 members 
of the Institute are now in the govern- 
ment service, and he predicted that de- 
mand for actuarial talent in government 
will increase in view of the social se- 
curity legislation, unemployment com- 
pensation, the problems of health insur- 
ance, etc. 


Present Value Estimates 


Mr. Reagh said the Treasury depart- 
ment is not concerned with the cost by 
years estimate, but rather in the present 
value estimates. He sketched some of 
the considerations that cause actuaries 
to arrive at such dissimilar predictions 
as to ultimate cost. The differences in 
the basic assumptions are largely respon- 
sible, for instance mortality, the rate of 





president National Fidelity Life. A highlight of the meeting is the opportunity pro 
vided for making new or renewing old acquaintances and discussing mutual problems. 
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withdrawal from insured occupations, 
the level of earnings, the age at retire- 
ment, etc. The social security board ac- 
tuaries apply different assumptions from 
those of the Treasury department. It is 
dificult to reconcile the various tables. 
Mr. Williamson said that the curves 
of predicted costs under the 1939 amend- 
ments are not as discouraging as those 
under the original plan, which shot up- 
ward in breath taking style as the years 
went on. Under the amendments the 
curves are raised in the earlier years 
and depressed later, because larger 
earlier benefits are introduced. The 
country can before long begin to realize 
what it means to be paying out $1,000,- 
000,000 benefits per year. That point, 
it is estimated, will be reached in 1950. 
The people, he declared, should not ex- 
pect posterity to bear an enormously 
heavier load than they are willing to 


bear today. 
Should Limit Cost to 10 Percent 


Mr. Williamson said many believe that 
the cost should not go beyond 10 percent 
of the payroll that is taxed, and he said 
there is a fair chance that this limit will 
not be exceeded under the new setup. | 

Mr. Williamson said there are certain 
hedging features in the act. The bene- 
fits to dependent children may prove to 
be inconsiderable. The mortality among 
young fathers is not high. The mortal- 
ity of fathers ages 40-50 1s higher, but 
their children will have some age on 
them and won’t get the maximum bene- 
fits. The children of still older fathers 
will be more than 18 years of age. 

If by 1980, he declared, the cost bur- 
den is great and the generation finds it 
inconvenient to support old people on 
the scale mentioned in the act there is 
no reason why the people of that day 
can’t adjust the problem. : ; 

G. W. K. Grange, Metropolitan Life, 
remarked that actuaries are conscious of 
the limitations of the data with which 


.they are working and the assumptions 


that they employ. They are _embar- 
rassed by the fact that the public is in- 
clined to accept as final the words of ac- 
tuaries, 


Can't Require Policy to 
Conform with Literature 


LINCOLN, NEB.—An insurance 
company may make any restriction it 
sees fit in the selling of its contract, In- 
surance Director Smrha informed an 
army doctor who had written in protest- 
ing that in literature sent him by an as- 
sessment company in Omaha nothing 
was said about any waivers, but that 
when he applied for a policy he was told 
that he would have to sign one covering 
airplane travel. Mr. Smrha said that the 
only requirement he makes of companies 
is that any restrictions in policies be ap- 
proved by his department. His corre- 
spondent insisted that the company was 
under obligations to issue him a policy 
in accordance with representations in the 
literature. Mr. Smrha replied: 

“Under our statutes and under their 
contracts they are within their rights 
when they refuse to accept an applicant 
for membership and this they may do 
without giving any reason therefore at 
all. Their obligation is to render serv- 
ice only to those whom by a written 
agreement they have agreed to protect 
by payment of benefits upon the happen- 
ing of specified events. They are under 
no more obligation to accept a risk than 
a banker is to make a loan to one who 
desires to borrow. In this they are pre- 
cisely in the same situation as yourself, 
in that the association cannot compel 
you to become a member. It cannot be 
said that you have been injured because 
the company has misrepresented to you 
the merchandise which it offers for sale. 
tou have lost nothing because of inabil- 
ity to purchase the contract, since one 
cannot lose something he never had. 

ou have no rights so far as this associ- 
ation is concerned and will not have un- 
til and unless you become a member and 
your becoming a member rests upon 
your willingness to do so but also upon 


the willingness of the company to accept 





Sketch Mortgage 
Redemption Plan 
Experience 


The experience of Metropolitan Life 
and of Lincoln National with mortgage 
redemption policies was sketched during 
the course of the informal discussion at 
the meeting of the American Institute of 
Actuaries in Chicago. ; 

R. E. O’Keefe of Metropolitan said 
that his company commenced writing 
mortgage redemption policies in 1920. It 
now has 20,000 policies in force. The 
contract consists of whole life paid up at 
85, and one-year term insurance. The 
rate for the whole life portion of the con- 
tract remains constant while the term in- 
surance rate increases yearly. However, 
since the amount of term insurance is 
reduced each year, the total premium re- 
duces until finally it is that for the whole 
life portion. 

The policies are written only in con- 
nection with decreasing dwelling mort- 
gages. The mortgage amount and the 
terms of payment must be disclosed to 
the insurer when the business is writ- 
ten. Applicants are considered from 
ages 20-55. Payments are made to the 
beneficiary and she may do with them 





what she likes. However, if it is desired, 
the policy may be assigned to the mort- 
gagee with a side agreement to the effect 
that any of the proceeds above the 
amount necessary to liquidate the mort- 
gage belong to the beneficiary. 

C. R. Ashman of Lincoln National 
said his company’s policies usually run 
from five to 20 years, and are usually for 
the same duration as the mortgage re- 
demption period. The cost is low. The 
decreasing insurance is on the annual 
renewable term and there is an annual 
reduction in the cost of the insurance. 
The amount of insurance is always 
somewhat above the amount of the 
mortgage debt. A certain amount of 
permanent insurance remains after the 
mortgage is extinguished. 

Lincoln National introduced this plan 
two years ago and is pleased with the 
results. For instance, every dollar of 
business produced by the leading agents 
of Lincoln National in July was on the 
mortgage redemption plan. 

Agents have found that they can form 
valuable connections with building and 
loan associations through the avenue of 
that plan. 


Ellinger Agency Celebrates 


The M. R. Ellinger agency of the North- 
western National Life in Kansas City, 
celebrated its showing during Arnold 





month, October, with a dinner for 20. 
Each member of the agency exceeded 
his quota and the agency as a whole 
produced 50 percent more business than 
in October, 1938. 





Interesting Window Display 


C. V. Shepherd of Cedar Rapids, gen- 
eral manager National Life of Vermont, 
had an interesting exhibit during An- 
nual Message Week in the Western 
Union office window in his city. For 
the last five years his agency has been 
running an advertisement. “Interviews 
on Life Insurance with Prominent 
Cedar Rapids People.” During Annual 
Mesage Week he published an inter- 
view with Lieutenant Governor Hicken- 
looper of Iowa. The agency was estab- 
lished in August, 1927, there being no 
representative in the territory. Last 
year it ranked fifth in paid production 
and so far this year is fourth. 





Agents of the Manhattan Life have 
set aside November as “Fordyce Month” 
according to an announcement received 
from the general agents’ committee for 
“Fordyce Month.” The agents set 
themselves a goal of $3,000,000 in ex- 
amined business of $2,500,000. J. P. 
Fordyce, vice-president and agency di- 
rector, is thus being honored. 











promotion material? 
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TRY THESE QUESTIONS OUT ON 


Jest yoursolf 


ON YOUR KNOWLEDGE 
OF LIFE INSURANCE COMPANIES 


1. Which life insurance company writes a full line of ten preferred 
class policies instead of the usual one (in addition to policies on five other levels of 
standard and substandard insurance) ? 


2. In what company can a policyholder purchase an average of 
more than $100 of extra insurance with each dollar of his dividends? 


3. What company sells 63 per cent more ordinary insurance in its 
own state than any other company? 


4. What company pays the agent with ten years service A 
SERVICE SALARY IN ADDITION TO THE USUAL RENEWAL INCOME? 


oD. What company issues a policy which offers lifelong protection 
(and cash values, of course) with a premium rate of $17.91 at Age 35? 


6. What company’s annual statement shows more than TWICE 
THE USUAL MARGIN OF SAFETY in amount of assets over liabilities? 


4. What company sold 22 per cent more new insurance last year 
than the previous year, and increased its “in force” business 71 per cent? 


, B. what company had the biggest year of its history in 1988, and 
in ten months out of the twelve, beat the same month of the previous year? 


9. What company permits a policyholder with an endowment or 
limited pay policy to reduce his premium (without medical examination) to less than 
the ordinary life rate for the original age of issue? 


10. WHAT COMPANY ORIGINATED AND INTRODUCED 
THE FAMILY INCOME POLICY? 


LL. what company goes to its Field Force in designing all its sales 


2. When its name is mentioned in life insurance circles, what com- 
pany usually elicits some comment about its progressiveness and modern methods? 


F YOU LIKE THE PROFESSOR QUIZ OR “INFORMATION, PLEASE” KIND OF GAME, 
YOURSELF AND YOUR FRIENDS IN THE BUSI- 
NESS. IF YOU KNOW YOUR COMPANIES, AND KEEP UP ON YOUR READING, THEN 
YOU WILL SCORE 100 PER CENT. THE ANSWER TO ALL THESE QUESTIONS IS: 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


W. M. Rormarrmet, Vice President 
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When the flash bulb went off at Research Bureau-Agency Officers gathering. Left 
to right—E. B. Stevenson, Jr., executive vice-president National Life & Accident; 
Richard Boissard, vice-president National Guardian Life; S, E. Mooers, vice-president 








Life of New York. 





Acacia Mutual; J. Roger Hull, assistant superintendent of agents; W. G. Warren, 
manager Chicago clearing house, and Samuel Heifetz, Chicago manager of Mutual 











Michigan Tax Does 
Not Apply to Cash 


Surrender Values 


DETROIT — Despite an opinion by 
a prominent Detroit firm of insurance 
counsel that Michigan’s new intangibles 
tax law, known as the Stockman act, is 
applicable to the cash surrender values 
and loan values of life insurance policies, 
H. B. Thompson, secretary-treasurer 
Michigan State Association of Life Un- 
derwriters and secretary-counsel Asso- 
ciated Life General Agents & Managers 
of Detroit, has been assured by the 
Michigan state tax commission that it 
will follow a ruling of the state attorney- 
general’s office holding that the act does 
not apply to life insurance policies. 


Interpretation Is Published 


The firm of insurance attorneys pre- 
pared a lengthy interpretation of the 
Stockman act which was published in a 
newspaper circulating to the legal pro- 
fession in which they declared that “the 
cash surrender value of an insurance 
policy appears to be a ‘credit’ and as 
such would be subject to the tax. Divi- 
dends on unmatured life insurance poli- 
cies are not ‘income’ inasmuch as they 
do not represent ‘yield’ and hence are 
not subject to the tax. Annuities are 
subject to the tax. If the annuity is 
income-producing it is taxable to the ex- 
tent of the payments received which 
represent income as distinguished from 
payments representing the return of 
principal. If non-income-producing it is 
taxable based on the face amount of 
the annuity contract (after deducting 
principal payments already made, if 
any).” 

Publication of this interpretation 
aroused the ire of the associations and 
other legal counsel in the life field who 
disagreed with the opinion. 


No Ruling Before Dec. 1 


Mrs. Florence Royce, tax commission 
attorney, made it clear that the commis- 
sion has not yet issued any rulings clari- 
fying procedure under the intangibles 
law and probably will not do so before 
Dec. 1. However, she said, “An opinion 
of the attorney-general was written to 
the chairman of the house general taxa- 
tion committee during the time the in- 
tangibles tax law was being considered 
by the legislature. That opinion held 
that cash surrender values of life insur- 
ance policies are not subject to taxation 
as a ‘credit’ in this state. We will con- 
sider ourselves bound by that opinion.” 





A surprise party was given in Buf- 
falo, for T. C. Snow, general agent 
Penn Mutual Life, on the first anni- 
versary of the agency’s opening. E. P. 
Huttinger and H. O. Rasmussen of the 
home office were present. 





Social Security Actuary Gives 
Views on the Present Act 


DETROIT—At a recent meeting of 
the Detroit C. L. U., W. R. William- 
son, actuarial consultant to the Social 
Security Board at Washington, gave a 
talk. The publicity that went out left 
the impression that Mr. Williamson 
stated that the security board favored 
a general $250 death settlement. He 
explained that there is burial benefit oc- 
curring in the present act when there 
are no dependent children. This could 
be around $250 in certain instances and 
in the discussion it may have given rise 
to the thought of a more general 
benefit. 

He said that contributions are 
planned to rise steadily over a period of 
years from the present 2 percent up to 
6 percent in 1949. Benefit costs may 
well exceed 6 percent during the next 
50 years. Unless considerable care is 
used in planning the whole social se- 
curity program it might well reach 
levels such as the 20 percent of the 
payroll in Austria and Germany, he 
said. 


Letter to Roger Hull 


Mr. Williamson says: “The social se- 
curity act is a matter of definite record 
as to the original act of 1935 and the 
revisions of 1939. Even as interpreta- 
tion of the life insurance business seems 
a trifle difficult in single brief talks on 
the whole subject, so also a full dis- 
cussion of the whole social security act 
commonly enters into theorizing con- 
cerning eventual trends under such leg- 
islation. What people wish to discuss 
commonly are these trends rather than 
the accomplished coverage of the act.” 

In a letter to Roger B. Hull, manag- 
ing director of the National Association 
of Life Underwriters, Mr. Williamson 
said that in his talk in Detroit he used 
charts that were not in such shape as to 
be duplicated. The major points in that 
talk were: 

(1) The program reconstructed 
benefits from those originally granted 
under the old act from a savings to a 
more clearly insurance basis, defining 
insurance as the shared provision for 
contingencies; 


Long Range View 


(2) In going directly to a com- 
bination of benefits to orphan children 
and their mothers in lieu of the old 
money-back death benefits and grant- 
ing, beginning with 1940, old-age bene- 
fits based upon average known wages, 
there entered a less rapid upward slope 
of the benefits curve and the greater 
stability which goes with a hedged bet, 
like the stability in a retirement income 
policy which has adequate life insur- 








ance in the early years instead of the 
money-back arrangement; 

(3) That on the whole over a long- 
range period of time it seemed that 
the program was more financially con- 
servative than the old one; 

(4) That certain anomalies existent 
in the plan naturally resulted from the 
incomplete coverage and the necessity 
of drawing boundaries between those 
who were eligible and those who were 
ineligible. The extension of coverage 
would help to eliminate some of these 
anomalies; 

(5) That to a greater extent than 
heretofore the social security program 
was meeting needs on a minimum basis 
and presumably encouraging supple- 
mentation in the meeting of those 
needs; 

(6) That the risks now insured 
against are primarily the loss of an 
earned income in old age and the loss 
of an earning parent in childhood. 
Finally, that the method of meeting 
merely minimum provision for the chil- 
dren and their widowed mother is 
rather inexpensive since the danger of 
death of the young father is very slight. 
As the children grow up and the prob- 
ability of death increases, the period of 
benefit receipt diminishes, and where 
the death rate is highest other children 
have become self-supporting. The funds 
are therefore more skilfully used to 
meet benefits than under the old pro- 
gram. 

He had illustrative charts which 
showed the range in costs depending 
upon the extent of mortality improve- 
ment, the distribution of wages, and the 
distribution of time in covered employ- 
ment, the possible effect of a change 
in the interest rate, the changing age 
distribution of the community. These 
charts were illustrative only. He said 
the board was not yet prepared to re- 
lease them in detail until it can do con- 
siderably more work on them. 





R. L. Alexander Leaves Department 


HARRISBURG, PA.—R. L. Alexan- 
der, chief of the division of audits and 
statements in the Pennsylvania depart- 
ment, has resigned. He has been with 
the department in various capacities 
during several state administrations. 





Protective Opens New Agency 


Protective Life of Birmingham has 
opened a general agency at Tallahassee, 
Fla., with Ralph Newman, formerly of 
Columbia, S. C., as manager. J. R. 
Beal has succeeded Mr. Newman as 
manager of the Columbia agency. 





Progress Made in 
Providing Group 
Cover for FSA , 


Progress is reported as being made 
in the conversations between the Farm 
Security Administration of Washing- 
ton and a group of half a dozen life 
insurance companies on the project to 
provide term insurance for those farm- 
ers to whom financing is extended by 
the FSA in the so-called rehabilitation 
program. 

FSA wrote to all of the life compa- 
nies sometime ago, requesting bids on 
this term insurance proposition. Most 
of the companies said they were not 
interested but Lincoln National Life ex- 
pressed interest and entered into nego- 
tiations, inducing about six other com- 
panies to collaborate. A good deal of 
progress has been made and it is un- 
derstood that the present intention is for 
the interested companies to establish a 
new insurance company domiciled in 
Washington. The policies of this new 
company would be issued and the sup- 
porting institutions would share in the 
premiums and losses. 


Forty Year Term Policies 


The FSA desires to have 40 year term 
policies issued in connection with real 
estate mortgages and ten year term poli- 
cies in connection with chattel mort- 
gages. The insurance would be in the 
nature of group coverage, without medi- 
cal examination, with the requirement 
that 75 percent of the farmers in a 
county or district must take the insur- 
ance. 

The FSA is insisting that the insur- 
ance companies apply a very limited ex- 
pense factor in pitching the rates and 
there has been a good deal of discus- 
sion because the FSA insists that a ceil- 
ing be used which would prevent the 
insurance companies from recouping the 
loss that might come from severe mor- 
tality. 


Fear Change of Policy 


The companies are not worried at 
the prospect of a bad mortality experi- 
ence if the FSA should continue its 
present policy of extending aid to ten- 
ants who are in their low 30’s, but there 
is some fear that if the program should 
expand that the policy of discrimination 
might be abandoned. 





All insurance offices in San Francisco 
were closed a half day Tuesday, date of 
the special election on the “ham and 
eggs” pension plan. A number of insur- 
ance employes were given the entire day 
away from their offices to enable them 
to do “precinct work”—an unprece- 
dented move in the insurance business 
in the west. 
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TWO PRESIDENTS TO SPEAK 





SIDNEY O. SMITH 


The presidents of two major agents 
organizations are billed to speak at the 
mid-year meeting of the National As- 
sociation of Insurance Commissioners 
at Edgewater Park, Miss., the first 
week of December. Sidney O. Smith 
of Gainesville, Ga., is the new president 


CHARLES J. ZIMMERMAN 


of the National Association of Insur- 

ance Agents, and Charles J. Zimmerman 

of Chicago, general agent of the Con- 

necticut Mutual Life, is the new head 

of the National Life Underwriters Asso- 

oe Both have a busy year ahead of 
em. 








LIFE SALES RECORDS 





National Life, Vermont—Paid new 
business for October shows gain 12 per- 
cent. Increase in insurance in force for 
the month was $1,935,596. 

Northwestern National—A 16 percent 
increase in October new business over 
October, 1938, is reported. The gain 
was widespread over the territory with 
21 agencies submitting more than $100,- 
000 for the month. Leading agency was 
the White & Odell agency, Minneapolis, 
with $1,693,507. The Texas _ state 
agency, Houston, was second, and the 
R. J. Albachten agency, St. Louis, 
third. Oct. 30 was the largest single 
day for ordinary business in its history, 
total volume for the day being $2,015,- 
720. 

Union Central—The C. B. Knight 
agency, New York, was October leader 
on a paid for basis with 280 cases for 
$2,109,405; followed by J. C. Benson, 
Cincinnati, 81 cases for $610,718, and 
H. A. Zischke, Chicago, 57 cases for 
$346,092. The company’s new business 
for the month as a whole was the best 
since January and totalled $9,503,484. 

Colorado Life—In October, during 
which production was dedicated to 
President W. L. Baldwin, the largest 
month’s business in years was recorded. 
The life quota was made and the acci- 
dent and health quota was exceeded by 
25 percent. The O’Shaughnessy agency 
of Denver won the president’s trophy 
cup for the October campaign. 

State Life, Ind—Ernest L. Buchanan, 
San Francisco, won national leadership 
in October for volume of production for 
the 11th consecutive month. He has 
written over $1,000,000 of business dur- 
ing the present production-year, and has 
exceeded his 1938 record. California 
led the country for October business 
with a 10 percent increase, thus main- 
taining consistent leadership for 1939. 
Three Californians headed the honor 
classes: A. J. Hill, California manager, 
Class A; G. W. Hall, Class C; and 
Paul Paul, Class D. 

Girard Life—Insurance in force Oct. 
1 was $32,305,633, a gain of 1.4 percent 
from the first of the year. The first 
nine months business paid for amounted 
to $2,371,029, a gain of $784,759 or 49.47 
Percent above the production for the 
Same period of 1938. Whatever busi- 
ness is paid for the last quarter of this 











year will be a gain over the full year’s 
production of 1938. Lapses the first 
nine months were $135,578, an improve- 
ment of 7.44 percent. Mortality is 
somewhat higher but this was due to 
the experience early in the year. 

Wisconsin National Life—The Mich- 
igan agency during the October cam- 
paign commemorating President C. R. 
Boardman’s birthday month broke all 
its one-month production records for 
new business when 52 agents turned in 
218 applications for $359,219. Seven 
agents led by Curtice Smith of Lansing 
with $38,740 exceeded the $20,000 mark 
during the month with Smith’s agency 
taking second place on volume, trailing 
the Grand Rapids agency which pro- 
duced $91,218, by less than $3,000. 

Equitable Life, Iowa—Made net gain 
of more than $900,000 in paid business 
for October over September. Produc- 
tion for October was $4,678,883. The 
Des Moines agency, Grady V. Fort, 
general agent, topped all agencies in pro- 
duction for the month. Indianapolis 
was second, Cleveland third, Philadel- 
phia fourth, and Harrisburg fifth. 


Ohio National—Good results were ob- 
tained in October, which was presi- 
dent’s month in honor of T. W. Apple- 
by, president. New business was close 
to $4,400,000. 


Lamb Agency Holds Party 


Three home office men of Columbian 
National Life attended an office party 
held by E. E. Lamb, Chicago general 
agent, celebrating his move to new 
quarters in the Board of Trade build- 
ing there. The officials were A. A. Mc- 
Fall, agency vice-president; W. R. 
Beardsley, superintendent of agencies, 
and H. A. Plimpton, actuary. There 
was a buffet lunch and dancing. Mr. 
Lamb took charge over five years ago. 
His agency in October placed third in 
life business and was in the forefront 
for accident, duplicating this year its 
1938 record. 








IF A PERSON is conscientious in his liv- 
ing, if he tries to do the square and right 
thing at all times and recognizes the 
rights of those with whom he is asso- 
ciated and comes in contact, he will have 
no trouble in living successfully with his 
fellow men wherever he goes. 








ORUBEZAPAGD 





QUERY: What life insur- 
ance company regularly con- 
sults with its agents on mat- 
ters of company policy? 


COMMENT: Believing 
that the problems of its 
fieldmen are the problems of 
the company. . . Continental 
Assurance is glad to have an 
independent, self-governing 
General Agents and Managers 
Association which counsels 
frequently with the officers 
of the company on agency 


and administrative affairs. 


i. we f 





ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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Social Security Act 


By BERT A. HEDGES 
Manager Business Men’‘s 
Assurance, Wichita, Kan. 


Some Observations on Using It 
As a Life Insurance Builder 





The letters which I have received 
following my somewhat exasperated 
“explosion” over what I considered to 
be the over-solicitous attention being 
given by insurance journals and speak- 
ers to the latest model of the federal 
social security act indicate that I am 
not alone in my sentiments on the sub- 
ject. In fact, it-seems that a good many 
of my fellow-readers of THE NATIONAL 
UNDERWRITER had been rapidly ap- 
proaching the explosion point on that 
subject themselves. I just happened to 
“boil over” first. 

The following letter from Missouri is 
typical of many received from some 
five or six different states: 

“I wish I had thought up the idea 
of writing an article, but I just threw 
the material that I have been receiving 
in the wastebasket and let it go at that. 
Even our own company printed a 
whole barrage of stuff in order to be 
the first in the field to tell how to 
supplement the social security idea and 
I dumped that in the wastebasket. 
‘Why should we tell them about it’ is 
right. Certainly you have hit the nail 
on the head and I think you have voiced 
the sentiment of every field man.” 


Sentiment from a Buckeye 


_ And this, from Ohio: “I am entirely 
in accord with what you have written 
about too much emphasis being placed 
upon the governmental social security 
plan. To save my life I can’t see why 
we should go around tooting the other 
fellow’s horn, and it strikes me as the 
wrong kind of sales strategy to plan an 
interview that will be devoted princi- 
pally to a discussion about something 
which may prove to be a mirage. So 
far this year the agents in our office 
have paid for 50 percent more in new 
premiums than in 1938 and I can’t put 
my finger on a single case where refer- 
ence to social security benefits has 
helped close it. Perhaps we’re too darn 
dumb to appreciate the so-called ad- 
vantages of the social security approach, 
but until we get wiser, we are going to 
treat it as a step-child.” 

And from Dallas: “May I congratu- 
late you on your article which appeared 
in the Oct. 20 issue of THe NATIONAL 
UNDERWRITER. For quite sometime I 
have been feeling just as you have ex- 
pressed yourself, yet so much was being 
written contrary to my views that I 
was beginning to wonder if I was all 
haywire’ on this subject. Naturally I 
was delighted to find you holding the 
same views and am especially glad to 








see you express yourself as you have 
for the public to read.” 

The editor of THE NATIONAL UNDER- 
WRITER informs me that other letters of 
a similar vein have been received at his 
office, and referring to my plea that edi- 
tors and journalists “drop the whole 
subject and go fishing;” he suggests 
that a little further discussion of the 
matter might at least entice the mem- 
bers of his fraternity into going duck 
hunting. 

Naturally, it is gratifying to discover 
that mine is not a lone “voice crying 
out in the wilderness.” Even a rugged 
individualist likes company. But I felt 
pretty sure that a great many life un- 
derwriters besides myself were getting 
“fed up” over being told how it is 
both our necessity and our opportunity 
to make social security a part of our 
every sale presentation. What especi- 
ally exasperates many of us, I think, is 
this attitude or doctrine of so many in 
high places that it is some sort of pa- 
triotic obligation on our part not only 
to avoid criticising the act, but to be 
its special missionaries. 


No Time for Political Discussion 


As stated in my previous article, we 
men in the field have a big enough job 
trying to keep Americans in the role of 
the best insured people on earth to spend 
our time discussing (during business 
hours, at least) social experiments 
and/or politics. At the same time, we 
are not unmindful that in these days 
almost any successful institution or in- 
dividual is a target for those temporarily 
in high places who want to take the 
world apart just to see what makes it 
tick. It behooves us to keep the public 
conscious of our own service value and 
their stake in legal reserve life insur- 
ance as it is. Indeed, I think I have 
detected a slight note of criticism or at 
least a disappointment among fellow un- 
derwriters at what we feel has been a 
rather timid handling of the life insur- 
ance side of the story by our company 
officials during the recent TNEC hear- 
ings. We know that our own policy- 
owner-clients believe in us and in the 
institutions we represent. We believe 
that if they were supplied with the real 
facts—the truth about life insurance in 
simple everyday language, they would 
quickly stop any improper “tinkering” 
with the institution as such. How do 
this? Well, other businesses use their 
customers’ mailing lists. 

To put it bluntly, we have the feeling 
that if we made our daily sales presen- 


Glimpses from Research Bureau-Agency Officers meeting. Left to right—L. Wilson, 


superintendent of agents, and A. C. Louette, vice-president Peoples Life of Indiana; 








tations with as little enthusiasm and as 
timidly as it seemed to us the case for 
life insurance was presented in the in- 
vestigations referred to, we would not 
sell much insurance. I know that the 
setting was highly unfavorable to the 
company representatives and that poli- 
ticians are apt to be unfair and unethical 
as we know the terms. But in the field 
we don’t often find entirely favorable 
environment for our interviews either. 
On the other hand, I doubt if any of 
the great companies were built to their 
present size and prestige without over- 
coming every sort of obstacle and oppo- 
sition, including politicians. 

In our end of the business we have 
learned it is good salesmanship if a mis- 
take or a misstatement has been made 
to admit it quite frankly and go on with 
the presentation on the correct basis. 
We take it for granted that the institu- 
tion of life insurance, including the 
agency system, is not perfect. It is 
easy for even an uninformed person to 
criticise. But surely any such errors 
or weaknesses can be frankly admitted 
and corrected without destroying or 
seriously impairing either the institu- 
tion or the faith of our policyowners in 
it, provided, always, that they know 
nothing is being “put over” on them. 


Best Defense is an Attack 


Somehow, I can’t help remembering 
the old military principle that “the best 
defense is an attack.” I should like to 
know what my fellow life underwriters 
think about that “pet peeve” as another 
phase of government competition. But, 
lest I acquire an undesired reputation 
for being a chronic crab, I think I 
should say that such a role is really a 
new one for me. Indeed. I freely ad- 
mit that most, if not all, of the difficul- 
ties and problems which I personally 
encounter in selling life insurance and 
in helping the men of my agency do 
their job, are internal rather than ex- 
ternal. Like most of us, I find myself 
chasing the rainbows of easier ways to 
get the job done instead of working 
harder at doing it better. As a manager, 
I find that the best-laid plans of train- 
ing and supervision usually decline and 
fall because of my own lack of per- 
sistence in following them through 
rather than because of inadequacy of 
either the plans or of my agents. Inci- 
dentally, I have also finally admitted 
that there are some managerial duties 
which I cannot successfully delegate to 
anyone else. In that category comes 
joint field work and coaching on the 
job for both new men and old. But 
that, too, is another story with no par- 
ticular place in these rambling remarks. 


Life Insurance Is Basic 


As long as America is America her 
people will need the security provided 
only by private, voluntary life insurance. 
They will satisfy that need only through 
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Insurance Is Most Vital 
Force in Economic System 








HARTFORD — Speaking before the 
annual dinner of the Hartford Chamber 
of Commerce, Raymond Moley, con- 
tributing editor of “Newsweek” and 
former assistant secretary of state, de- 
clared that insurance is the mightiest 
protector of individual security in the 
land, and that the business, by creating 
enormous turnover of purchasing power, 
comes close to being “the most vital 
single force in maintaining the integ- 
rity and vitality of the American eco- 
nomic system.” 

The huge total of life insurance pay- 
ments and beneficiaries provides a flow 
of purchasing power that challenges the 
beneficient efforts of any government, 
Mr. Moley declared. “This is the sort 
of stimulation for business that carries 
no danger of political aggrandisement, 
or growing personal power or unbal- 
anced public budgets. It is made up of 
the embattled savings of the American 
people, flowing through democratically- 
governed channels back to the life-line 
of our civilization.” 








trained professional life underwriters in 
spite of what social security and TNEC 
may hatch. As I stated.in my previous 
article, we need a better understanding 
of the basic needs of life insurance and 
a higher type of life underwriter serv- 
ice than ever before. I am confident 
that our companies and our National 
Association of Life Underwriters will 
continue their recent progress towards 
such a goal. But we will not make that 
progress if we allow ourselves to be 
side-tracked or “bluffed” by forces in- 
imical to the institution which we rep- 
resent. 





Suit on Misrepresentation 


The Pennsylvania court of common 
pleas of Lancaster county in Daly vs. 
John Hancock Mutual decides a case 
where there is alleged misrepresentation 
in the application. In his application 
the assured stated that he had never 
been hospitalized and that he had never 
been afflicted with cancer, although four 
months before the application was 
signed he had been hospitalized and had 
undergone an operation for cancer. Suit 
was brought on his policy, and the com- 
pany tendered the amount of the pre- 
miums paid. According to affirmative 
testimony the assured never knew he 
had cancer, but since he did know that 
he had been in the hospital it was held 
that the court erred in permitting the 
case to go to the jury. 





A new insurance venture at Madison, 
S. D., is the Great Plains Mutual Life, or- 
ganized to write assessment life insur- 
ance. 


si 





M. A. Linton, president Provident Mutual Life, and Earl Trangmar, Metropolitan 


Life. 
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Actuaries Praise 
Mortality Report 





(CONTINUED FROM PAGE 3) 


against the retention of the deficiency 
reserve idea. 

The committee, he pointed out, favors 
non-forfeiture values being geared to the 
minimum reserve standard that is per- 
mitted rather than to the standard men- 
tioned in the contract. 


Kattell Gives Impressions 


S. C. Kattell, Lincoln National Life, 
said that a modern mortality table 
should be allowed. He favors the prepa- 
ration of a model bill. He suggested 
that the companies might continue pre- 
miums on the 3% percent basis but put 
the values on the 3 percent basis. That 
would be a legal way of keeping surren- 
der values down, and yet maintain large 
enough reserves. The treasury depart- 
ment might, however, only allow deduc- 
tions from income tax on the basis of 
3% percent reserve. 

C. O. Shepherd, Travelers, said that 
the companies should get behind the re- 
port of the committee enthusiastically. 
It is an excellent chance to get an im- 
provement in the law. It is well to per- 
mit the use of other mortality tables so 
as to do away with the charge that by 
use of the one table mentioned in the 
statutes for all sorts of purposes the 
companies are enriching themselves. The 
reserve standards for solvency should be 
separated from the surrender values, he 
declared. He expressed the belief that 
it is not necessary to place extensive re- 
strictions on the types of tables that 
may be approved. 

_If an individual insurance commis- 
sioner approves a certain table, Mr. 
Shepherd said he should make the fact 
known to the National Association of 
Insurance Commissioners which could 
act as a clearing house. The legislation 
should not be too specific. The only 
reason to mention a mortality table in a 
policy, he said, is to determine the non- 
forfeiture values. 

_F. B. Gerhard, Prudential, said he 
likes the idea of flexibility in valuation 
standards and surrender values. 





Recent Life Decisions 
from Higher Courts 


The Washington supreme court affirms 
a decision of the King county supreme 
court involving the constructive delivery 
of a policy. It is Kinney, et al vs. 
Northern Life. At the time the assured 
signed the application he paid the agent 
$7.55, the premium for the first month 
as stated in the application. The policy, 
as subsequently written, called for a 
Premium of $8 a month. In a telephone 
conversation with the agent, the assured 
stated that he would pay the additional 
Premium and would sign an amended 
application, but he died of a gunshot 
wound before he had opportunity to do 
so. The court told the jury that there 
could be no recovery if neither the appli- 
cation was signed nor the policy deliv- 
ered, but because the court further in- 
structed the jury on the matter of 
constructive delivery, it was held that 
the court did not fail to recognize that 
there could be a constructive delivery. 
Furthermore, since there was no evi- 
mcg from which the jury could find 
that the agent had the authority to waive 
the conditions fixed by the company 
that he should collect the additional pre- 
mium and have the amended application 
oe before delivery, it was held that 

€ telephone conversation did not op- 
erate as an acceptance of the policy by 


the msured and a constructive delivery 
of the Dolicy. i 


Connecticut Mutual Dividends 


rine gnnecticut Mutual Life has autho- 
pee new formula for preliminary 
wills ation of 1940 dividends, which 
| ae result in lower dividends on en- 

wments, particularly of the short 





Valuable Book on 
Selling to Farmers 


L. A. Williams of the DeBarry & 
Williams agency of Chicago, general 
agents of the Lincoln National Life, has 
written a very valuable book entitled 
“Selling to Farmers.” His experience in 
selling is largely built on farm work. 
He was general manager of the Country 
Life of Chicago for a number of years 
and that company specializes on farm 
life insurance. In that connection he 
was the general sales manager of the 
insurance activities of the Illinois Agri- 
cultural Association. 

Mr. Williams does not use his new 
book merely in insurance presentation 
but gives valuable suggestions to selling 
the farmer in any way. 

The chapter headings are: “The 
Farmer,” “Opening the Sale,” “The 
Presentation,” “Persuading,” “The Fol- 
low Through,” “Closing,” “Specific Sell- 
ing Points,’ “Campaigning,” “Develop- 
ing Selling Powers,” “Directions to the 
Goal.” At the beginning of every chap- 
ter he asks a number of questions so 
that the reader can easily ascertain 
whether he has absorbed the subject 
and grasped the points that Mr. Wil- 
liams has suggested. He said that get- 
ting the farmer to accept new ideas is 
no difficult task compared to that day 
of 20 years ago before farm bureaus and 
agricultural associations had blazed 
trails and planted the seed of desire for 
better living standards and better farm 
methods. The book is sold by THE 
NATIONAL UNDERWRITER and costs $2 per 
copy. 





Finds Exception to N. D. Law 
on Policy Payable to Estate 


The North Dakota supreme court 
was called upon to construe the statute 
providing that policies made payable to 
the estate of a deceased should be dis- 
tributed to the heirs as determined by 
the statute of descent, not subject to 
payment of debts. The case was An- 
derson et al. vs. Northern & Dakota 
Trust Company et al. 

The heirs-at-law of the insured, Axel 
R. Anderson, claimed the proceeds of 
life insurance under that statute. One 
policy had been payable to Anderson’s 
first wife who predeceased him, and it 
was subsequently assigned to the in- 
sured himself by her administrator. The 
supreme court held that this removed 
the policy from the operation of the 
statute, for it had become payable to 
him, not by the terms of the policy, but 
by a separate contract of assignment, 
and was, therefore, included in the gen- 
eral assets of the estate for distribution 
to those named in the assured’s will. 

The suit was brought by Elizabeth 
Anderson, Mr. Anderson’s widow, and 
Laura Anderson, his adopted daughter. 
The policy that was assigned to Ander- 
son by the administrator of his first 
wife was for $5,000 in Mutual Life of 
New York. 

The deceased did nothing whatever 
after receiving this policy to indicate an 
intention that it should be payable to 
any particular manner or to any par- 
ticular person. 

The proceeds are now a part of the 
residue of his estate for distribution to 
the residuary legatee. 

The second policy, amounting to $10,- 
000, was in Pioneer Life. The avails of 
this policy passed to his heirs at law, 
in accordance with the laws of succes- 
sion. Pioneer Life of North Dakota 
was reinsured in Lincoln National in 
1917. 








term variety. Except for policies issued 
at extreme older ages, the new formula 
increases the dividends on ordinary life, 
30-payment life, life paid up at age 65 
and life paid up at 70. Interest on ac- 
cumulated dividends and on funds left 
under settlement options will be 3.5 
percent instead of the present 3.6 per- 
cent. 























Protection 


The prospect who 


needs the most insurance 


per dollar of premium and more protection 
now than he will later, finds his needs covered 
by the LNL Double Protection Plan. 


For example—a prospect aged 35. 


$12.80 a month he 


For 
may have $10,000 of in- 


surance protection for twenty-one years and 


thereafter $5,000 of insurance for life. 


Or, 


he may continue his Double Protection for 
eleven more years, after which time his pro- 
tection stops. At no time does his premiums 


increase. 
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Before the camera at Research Bureau-Agency Officers meeting. Left to right—J. W. Blunt, vice-president; A. W. Crowell, agency secretary, and F. L. Merritt, vice- 


president and agency manager Monarch Life; W. M. Houze, Chicago manager John Hancock Mutual; John E. Hartigan, head office agency department, and E. L. Carson, 


Milwaukee manager Equitable Society. 











Richardson Gives War Risk Analysis 


(CONTINUED FROM PAGE 2) 





Mr. Richardson said that service in, 
military forces of foreign countries at 
war apparently could be excluded in 
most states during the life of the policy, 
but service in auxiliary units or civilian 
travel could apparently be excluded in 
most states only during the contestable 
period. He said that this restriction ap- 
pears to rest upon the unfortunate 
theory that an exclusion of coverage is 
a contest of the policy. He said it is sig- 
nificant that aviation is not mentioned in 
the commissioners’ statement. It evi- 
dently is the intention that the regular 
practice as to aviation exclusion clauses 
will apply. There are, however, many 
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cases involving war risks which also in- 
| volve aviation risks and it seems to be 
a much neater procedure to cover the 
whole thing in one clause. 

Under the military and naval service 
provision it is usual to exclude only serv- 
ice outside continental United States, 
and, in many cases, Canada, he ob- 
served. At least two states require that 
the exclusion as to military and naval 
service apply “in time of war.” Some 
clauses prohibit only service in the forces 
of a foreign country, while other pro- 
hibit all service outside the U. S., even 
in U.S. forces. If the insurance depart- 
ments will not permit the companies to 
exclude foreign service of U. S. forces, 
he declared, strict underwriting must be 
practiced. Many clauses exclude death 
occurring within six months after expi- 
ration of service but at least one depart- 
ment objects to this and it may be nec- 
essary to state in the clause that only 
death occurring as the result of war 
service within that period is excluded. 


Aviation Training 


Mr. Richardson expressed the belief 
that the companies should exclude train- 
ing in addition to flying for naval or 
military purposes. 

Under the travel provision the clause 
should be so worded as to cover travel 
or residence in war areas and also serv- 
ice in auxiliary units such as Red Cross, 
Y. M. C. A., etc. The limitation to two 
years is a serious handicap that will af- 
fect underwriting. 

It is necessary to state in the war 
clause that the incontestable clause is 
amended. 

The clause may simply exclude cover- 
age for war risks or allow the privilege 
of full coverage on payment of extras or 
allow only partial coverage (in every- 
thing except aviation) on payment of ex- 
tras. It may be desirable to give full 
protection on only a small part of large 
policies. That can be arranged by in- 
cluding in the clause a provision to the 
effect that extra premiums may not be 
paid with respect to any portion of the 
sum assured in excess of the limits, any 
such provision being subject to the lim- 
ited benefits provided by the war clause. 
The provision covering payment of extra 
premiums should make it clear as to the 
date when the first extra is payable and 
also the matter of renewal. He said it is 
desirable to mention in the war clause 
that the extended insurance provision is 
canceled if extras are paid. 

He said he favors the type of clause 
that gives a return of all premiums with 
3 percent interest plus cash value of ad- 
ditions, plus accumulated dividends on 
deposit, in case of death under excluded 
circumstances. 

Mr. Richardson suggested the types of 
risk that require careful underwriting at 








present. There are the foreign born ap- 
plicants resident in the United States. 
Some companies are using a war clause 
on all foreign born applicants, irrespec- 
tive of whether they are U. S. citizens. 
Others are using a clause on aliens only 
and others still are using a clause on all 
aliens except those who have taken first 
papers and have established permanent 
residence here and show no intention of 
returning to their native country. The 
conservative practice might be to place 
a war clause on all aliens, he declared. 

There are the United States citizens 
traveling or residing abroad. The con- 
servative course might be to permit no 
foreign travel at all except by land or air 
in North or South America. The more 
liberal attitude would be to permit travel 
to or residence in any part of the world 
except Europe although there might be 
danger in the near east. Each case will 
probably have to be decided on its 
merits. 


Relief Organizations 


There are members of relief organiza- 
tions. The apparent intention of many 
states to limit restriction to two years 
makes it dangerous to insure, even with 
a war clause, any person who contem- 
plates service with any auxiliary unit 
with the combatant forces. Some com- 
panies apparently intend to use the war 
clause on all members of relief organiza- 
tions whether active or inactive. It is 
difficult, according to Mr. Richardson, to 
determine what constitutes ‘“member- 
ship” in such organizations. 

There are civil airplane pilots, student 
pilots and college students taking gov- 
ernment aeronautics training courses. A 
war clause should be used on all these 
classes of risks, he declared. There are 
college students and the companies run a 
distinct danger of anti-selection here be- 
cause students contemplating taking an 
aeronautics training course might first 
take out insurance and later enroll for 
the course. Some have estimated that 
the chance of a student taking the course 
might be as high as one in eight. There 
is at least a question as to whether col- 
lege students should be given term in- 
surance without an aviation clause. 

As for applicants engaged in maritime 
occupations, war clause should be used 
in all cases, he said. 

As to members of the U. S. army, 
navy, marine corps and coast guard and 
students at West Point, Annapolis and 
at the coast guard academy, the general 
practice is to impose a war clause which 
gives full coverage for war service in the 
United States or Canada. 

Unless military service of all kinds is 
excluded, he expressed the belief that the 
companies would require to limit the 
amount of insurance on this class to an 
amount of perhaps $5,000 or whatever 
the company would contemplate taking 
on a case presenting immediate lower 
risks, 

A somewhat more lenient view may 








be taken of National Guard and reserves 
of army, navy, marine corps and coast 
guard, including members of the C. M. 
T. C, R. O. T. C. and officers reserve 
corps. However, if any of these cases 
are taken without a war clause the 
amount should be limited to such a fig- 
ure as $5,000, he suggested. A conserva- 
tive practice would be imposition of a 
war clause on all. 

So far as the members of the CCC are 
concerned, it is suggested that these peo- 
ple would be the first to be drafted and 
if that is true they should not be insured 
without a war clause. 

If the company uses the war clause 
giving the insured the right to obtain 
coverage for war risk on payment of an 
extra, the amount issued under such a 
clause should be limited to say, $5,000. 


Inflation and War 


Mr. Richardson predicted that if this 
country gets into the war on a large 
scale, inflation would be almost inevita- 
ble and this would result in an increase 
in operating expenses, combined with a 
decrease in business. This, he said, pre- 
sents a sound argument for investment 
of a limited portion of the assets in equi- 
ties, perhaps a maximum of 10 percent. 
That is prohibited by the laws of many 
states, however. There would probably 
be substantial increases in taxation. War 
financing would quite likely result in 
considerable pressure on the life compa- 
nies to purchase government securities, 

“whether they liked it or not.” 


Ohio National Theories 


Mr. Richardson’s paper was discussed 
by W. H. Harrison, actuary of Ohio 
National Life. He stated that Ohio Na- 
tional at present is relying mainly upon 
underwriting or selection methods in 
eliminating any undue war hazard. This 
applies particularly to members of mili- 
tary organizations and to foreign resi- 
dents of the United States as well as 
to those contemplating traveling outside 
of the geographical limits of North 
America. 

Richard Learson, actuary of Western 
& Southern Life, explained that con- 
tracts of his company had contained ex- 
clusion provisions for some time. Others 
who took part in the discussion included 
Chester Sullivan, actuary, and Emerson 
Reilly, assistant actuary Midland Mutual 
Life, and Assistant Actuary MacCamp- 
— ‘of Ohio State Life. 

Dodson, assistant actuary of 
Oitio National, pointed to the danger of 
issuing policies to private pilots or those 
contemplating aviation activities. He 
expressed doubt that an aviation exclu- 
sion rider could protect the company in 
the event the insured eventually saw ac- 
tive war service and met his death dur- 
ing the war. Even though an aviation 
exclusion rider is being attached to poli- 
cies issued to Ohio National applicants 
engaging in aviation, the company is 
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limiting the amount of insurance that it 
will issue to such individuals to about 
one-fifth of its normal maximum reten- 
tion. Mr. Dodson is president of the 
Cincinnati club. 


American Institute Discusses 
Clauses, Interest Rates 





(CONTINUED FROM PAGE 2) 


“engage in military service, etc.” The 
courts seemed to hold that the charac- 
ter of the service being performed by 
the individual at the time of his death 
and not his status was determinative. 
For instance, the courts held that death 
by influenza was not excluded. Neither 
was death from accidental gun shot 
wound while in training. In general, 
he said, the further removed from the 
fring line, the narrower the construc- 
tion by the court of the war risk clauses. 

Recent clauses that have been put for- 
ward take into consideration time, place 
and occupation, he said. 


Lincoln National Decision 


Lincoln National has introduced as a 
temporary measure the underwriting 
rule that it will retain only $5,000 net 
on members of the active or reserve list 
of military and naval forces; air pilots 
and members of the Civilian Conserva- 
tion Corps. That was done merely to 
relieve immediate pressure of anti-se- 
lection. Lincoln National is filing a war 
clause for restrictive use in certain 
types of risks. Approval has been re- 
ceived from most states but one com- 
missioner has stated that he will go no 
further than permitting a war risk 
clause that excepts coverage for service 
in the military or naval forces or aux- 
iliary units of foreign countries at war 
and travel within geographical limits 
specifically designated. 


T. A. Phillips Gives Views 


T. A. Phillips, president of Minnesota 

Mutual Life, pointed out that after the 
outbreak of hostilities bonds went down 
and stocks went up. However, that 
movement subsequently was reversed, 
indicating that those with money to 
invest are convinced that there is to be 
no profit in this war, at least not in this 
country. This phenomenon, he said, 
explodes the theory that big business de- 
sires war for its own gain. 
_ Less money is being used in produc- 
tive, speculative markets, than was at 
first expected and more money is seek- 
ing the security of the bond market than 
was expected. The effect on interest 
rates is likely to be less than was anti- 
cipated. 

War does make for highly speculative 
markets, Mr. Phillips pointed out. It 
clouds the visibility. Sudden reversals 
are precipitated. He suggested that ob- 
servers avoid too much concentration 
on any one idea as to how the situation 
will turn out. The influences of war, 
he declared, may be greater than the 
influences of managed economics. He 
said he expects some slow rate of prog- 
tess in interest rates but that the timing 
is decidedly uncertain. 

He endorsed the idea of Mr. Evans 
that insurance is benefited by stability of 
interest rates. Insurance is the greatest 
stabilizing influence in the country. It 
is the stabilizer of employment and is 
perhaps the greatest influence in stabi- 
lizing interest rates. 


Responsibility of Government 


Ross Moyer, Continental Assurance, 
Pointed out that as a result of competi- 
tion, most of the companies removed 
from their contracts all restrictions of 
war hazards that were introduced com- 
mencing in 1917. The mortality of the 
last war was inconsiderable, he declared. 
He said that the business should have 
some simple restriction as a permanent 
Part of its contracts. War losses to a 
considerable extent should be borne by 
the country itself and not by the indi- 
vidual alone. That was recognized by 
the issuance of federal war risk insur- 
ance, 

Any restrictions that are presently 





adopted by United States companies, he 
said, would not be applied universally. 
Uniformity in clauses is not particularly 
needed today, he declared. 

Some of the clauses that have been 
brought out exclude death while en- 
rolled in armed forces other than those 
of the United States while others apply 
to all armed forces. Some of the 
clauses run for the life of the policy 
and others are limited as to time. 

Mr. Moyer expressed the belief that 
some restrictions should be applied to 
foreign born persons on the theory that 
the various belligerents will try to re- 
call their nationals. Also there should 
be restrictions where the applicant is 
applying in anticipation of engaging in 
war service. An eye should be kept on 
young applicants without dependents. 

Continental Assurance filed war risk 
clauses a few weeks ago, he said. The 
company does not intend to use them to 
any great extent. They are desired 
merely as an _ underwriting measure 
under certain circumstances. 


Aviation In Colleges 


The aviation hazard, Mr. Moyer said, 
becomes important with the develop- 
ment of aviation training schools in the 
colleges and universities. Also some of 
the pilots in this country may join the 
air forces of other countries. 

Attempts to restrict the benefits in 
connection with travel and residence in 
regions subject to war hazard may 
prove to be nonenforcible beyond the 
contestable period, he said. 

M. B. W. Batho, assistant actuary of 
the Illinois department, reviewed the 
various clauses that have been submit- 
ted to his office for approval. Twenty- 
three companies have submitted a total 
of 36 clauses, he said. Ten have been 
approved, 12 have been disapproved and 
the others are pending. Thirty-five of 
the clauses deal with military and naval 
service. Twenty-six deal with the risk 
of residence or travel outside of the 
United States or the United States and 
Canada; 19 relate to aviation exclusion; 
17 exclude death from any cause while 
in military service; five exclude death 
caused “directly or indirectly” and one 
excludes both. 

Ten of the clauses are effective for 
five years after the date of issue and in 
13 there is no time limitation. 

Twenty-two exclude military activity 
outside of the continental United States. 
Seven of these mention Canada. Five 
are limited to military service in coun- 
tries other than the United States. Eight 
apply to any country engaging in war. 
Thirteen of the clauses are extended six 
months after the termination of service 
and exclude benefits on account of death 
from any cause during that period. 


Travel Provisions Limited 


The travel provisions are limited in 
most of the proposed clauses to the con- 
testable period. One company sought 
to extend the travel limitation for a 
period of five years and one company 
had no limitation as to time. The de- 
partment disapproved both of these 
clauses. 

Insofar as aviation exclusion is con- 
cerned, there is a great variety of pro- 
visions. Three of the clauses exclude 
aviation death except as a fare paying 
passenger, etc., inside the United States. 
The clause, he said, can’t be approved 
under the Illinois law. 

Ten of the clauses provide for paying 
extra premium for full coverage except 
aviation. 

Bruce Shepherd, Life Presidents As- 
sociation, said that there are very few 
statutory impediments to the issuance 
of war risk clauses and that the depart- 
ments should give approval to the use 
of these riders on the same basis as they 
approve aviation riders. 

F.> H. Holsum, Metropolitan Life, 
told something of the precautions being 
taken by his company in connection 
with group policies in Canada. In new 
group policies, there is a rider fixing 
the termination of employment as at 
the moment of entry into military serv- 


‘ice in time of war. 


He predicted that there may be a 





higher mortality on regular group busi- 
ness because of the departure of the 
healthiest persons for war. 

A discussion on the practices of Pru- 
dential that had been prepared by 
Pearce Shepherd was handed in. 

R. Hohaus, Metropolitan Life, 
president of the Institute, remarked 
that apparently the only type of con- 
tract that is not affected by the war is 
the annuity. 





Sixteen members of the John A, Ram- 
say agency of the Connecticut Mutual 
Life in Newark attended the Princeton- 
Harvard football game last Saturday as 
the result of a two months’ “football 
production campaign.’ George Mun- 
sick, financial secretary; Dr. H. B. Rol- 
lins, associate medical director, and G. C. 
Coulsen, assistant superintendent of 
agents, were guests of Mr. Ramsay. 





The Anderson Home Life, Anderson, 
Ind., has changed its name to Progres- 
sive Life. 








Defeat of Dole Schemes 
Meets with Approbation 


The insurance fraternity is delighted 
over the defeat of the dole pension plans 
in Ohio and California, which are re- 
garded as fantastic, uneconomic and ex- 
ceedingly dangerous. The proponents 
of the plan in California spent some 
$600,000 to promote it. It was a pen- 
sion scheme to pay $30 every Thursday 
to persons over 50 years old who had 
retired from active work. It was to be 
in the form of a constitutional amend- 
ment and would be financed with script 
on which users would have to add a 
2-cent stamp each week to make it valid. 
In Ohio the sponsor of its plan was 
Rev. H. S. Bigelow of Cincinnati. It 
proposed to tax land and incomes to 
guarantee $40 or $50 a month to every 
retired person over 60 years of age. 
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Basing Retirement Incomes 
On Social Security Benefits 


For many a man who has been unable to contemplate the on- 
coming years without dread, Social Security benefits change 


the whole aspect of things. 


They open the way to providing a retirement income that 
will make leisure years a period to be looked forward to 


with keen relish. 


Unless supplemented by other income, however, they are 
not sufficient in most cases to allow a man with employ- 


ment to give it up. 


So sell retirement incomes to your clients so that they will 
not be obliged to forego their Social Security benefits. The 
outlay required will be smaller and the thought of making 
it more familiar than in the past. 
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Ettective Method of Advertising 


A veERY effective system of local adver- 
tising and one that is attracting wide at- 
tention in his community is conducted by 
C. V. SHEPHERD, general agent of the 
NATIONAL LIFE oF MONTPELIER, Vt., at 
Cedar Rapids, Ia. He secures interviews 
with prominent men in the locality, asks 
some leading questions regarding life in- 
surance and then prints the inquirjes and 
their replies in the form of an advertise- 
ment, running a series in the daily papers 
of his town. This publicity gets away 
from any conventional form and naturally 
attracts attention. 

Among the questions that he asks are: 
“When did you buy your first life insur- 
ance and why? What type of policy 
would you recommend the young married 
man to buy? What do you consider the 


outstanding development in life insurance 
in recent years? What do you think of 
tax avoidance or tax savings plans that 
are accomplished in accordance with the 
law? What impression have you gained 
in your experience as to the interest of 
people in public affairs? Has the increas- 
ing cost of government stimulated people’s 
interest in public matters?” 

For instance, during Annual Message 
Week the interview was with Lieutenant 
Governor B. B. HicKENLOoPER of Iowa 
who resides in Cedar Rapids. Mr. SHEp- 
HERD heads the series with “They Tell 
Me,” with a sub caption “By the Inquir- 
ing National Life Man.” 

We recommend this form of advertis- 
ing for the daily papers as it is unique 
and carries a real message. 


Blowing Hot and Cold for Federal Control 


THE SPECTACLE of a New Deal agency 
—the Securities & ExcHANGE CoMMIS- 
stIon—extolling the profit motive to the 
skies and sneering at a missionary spirit 
which seeks to spread the protective 
* mantle of life insurance as widely as pos- 
sible is so incongruous as to make insur- 
ance men wonder more than ever what 
is behind the SEC’s “objective study” of 
life insurance. 

According to the humanitarian, social- 
consciousness principles professed by 
the present administration, it would have 
been more appropriate for the SEC coun- 
sel, GERHARD GESELL, in questioning Presi- 
dent T. I. PArKINSON of EguiITaBLE So- 
CIETY at the latest hearings to have given 
that company the greatest possible credit 
for its policy of nation-wide service to the 
public—for what Mr. ParkINsoN called 
the missionary spirit. 

Instead of excoriating the EQuimTraBLEe 
for the slightly higher cost of operations 
that this system necessarily involves, the 
SEC, unless it has lost its New Deal 
franchise, should have been the last to ob- 
ject to something so socially desirable as 
the widest possible sale of life insurance 
to the public just because the cost would 
be a little higher than on a more restricted 
basis. 

To understand the extent to which the 
SEC can mold data to suit its purposes, 
blowing het or cold as best furthers its 
ends it is only necessary to imagine what 
would have happened had an agency ex- 
ecutive of a major company made some 
of the replies which GESELL received with 
such evident approval when Vice-president 
ArTHUR Cosurn of the SOUTHWESTERN 
Lire made them. 


Suppose the larger companies were all 
stock rather than mainly mutual and that 
GESELL and the other interrogators had 
elicited the following replies not from Mr. 
CoBURN, as was actually the case, but from 
the president of one of these big compa- 
nies: 

“Have you ever given any consideration 
to going outside of the territory in which 
you now do business?” 

“We have.” 

“Why have you decided not to do so?” 

“Because we were writing so much 
business where we are.” 

“Well, I take it you could write more 
if you went outside.” 

“We think it would be unwise to write 
more business than we are now writing.” 

“I take it, then, that you do feel that 
there is some advantage to a company 
which keeps its operations from growing 
too extensive.” 

“Tt is more profitable not to grow too 
fast. You make more money.” 

“What about it from the point of view 
of the policyholder?” 

“T don’t feel that we are under any ob- 
ligation to the citizens of OKLAHOMA. We 
have never undertaken to render them any 
service. I don’t think that OKLAHOMA is 
in any way jeopardized by the fact that 
we have not entered OKLAHOMA.” 

“We heard considerable yesterday about 
the missionary spirit in life insurance 
and the desirability of carrying its mes- 
sage throughout the land as a public serv- 
ice. I take it you are not in accord with 
that.” 

“Our board of directors does not have 
a missionary spirit.” 

“... As I understand it, the moves 


that you have made... in improving your 
recruiting, selection, training, and so forth 
are primarily because you feel that those 
improvements will be profitable to your 
company.” 

“Definitely.” 

“Your primary interest, as I would 
understand you, is to your board of di- 
rectors and your stockholders.” 

“Tt must be so.” 

If the foregoing answers had been given 
by the president of this hypothetical large 
stock life company, would the questioners 
have gone on from that point—as they 
did with Mr. Copurn—to bring out that 
emphasis on stockholders’ profits is con- 
sistent with serving the public? Or would 





they have held him up to scorn as lacking 
in a sense of social responsibilities be. 
cause he restricted his company’s Writings 
to the point that would bring the maxj- 
mum profits to the stockholders? Would 
they have praised him, as GESELL praised 
Mr. Cosurn, for his “horse sense ap- 
proach” or would they have asked him in 
skeptical tones how he could be so sure 
that emphasis on profits was necessarily 
in the public interest? If anyone has any 
doubts about the answer, let him read the 
record. He would be forced to conclude 
that the SEC is less interested in really 
helping life insurance to progress than in 
seizing on every expedient pretext to pro- 
mote federal control of insurance. 











PERSONAL SIDE OF THE BUSINESS 





Commissioner W. A. Sullivan of 
Washington, who was injured in an au- 
tomobile accident Oct. 24, expects to be 
back in his office within a couple of 
weeks. He was driving from Olympia 
to Tacoma when he suffered a fainting 
spell. His car crashed into a parked au- 
tomobile, severely damaging both ma- 
chines. Mr. Sullivan sustained a broken 
rib, face cuts and bruises. 

D. N. Cameron of Cameron & Carroll, 
general agents of the Northwestern Mu- 
tual Life at Oshkosh, Wis., observed his 
50th anniversary with the company. He 
started in the office of H. A. Hobart in 
1889, the latter then being district agent. 
Mr. Cameron sold insurance for several 
years. He became a partner in the dis- 
trict agency and in 1896 was made dis- 
trict agent. Thirty-two years ago he be- 
came general agent for central Wiscon- 
sin. Marue Carroll is now his associate. 


F. A. Lichtenberg, Columbus, O., gen- 
eral agent Massachusetts Mutual, this 
week commemorated his 35th anniver- 
sary with that company. He started with 
the Massachusetts Mutual in Springfield 
and in 1908 was made manager in Co- 
lumbus. He was the first president_of 
the Life Underwriters Association of Co- 
lumbus and has been one of the leaders 
in the state association. 

A. A. Zinn, vice-president and manager 
of the mortgage loan department of the 
State Life of Indiana, who has been in 
California for three weeks inspecting 
mortgage loans in that territory, has re- 
turned to the home office. 

W. L. Wadsworth has been given ‘the 
25-year service medal of the New Eng- 
land Mutual Life for his long years of 
service in the M. G. Summers home of- 
fice general agency in Boston. He has 
long been active in the Boston Life Un- 
derwriters Association and is president 
of the Boston Life Supervisors Club. 


On his birthday, a group of his friends 
honored F. P. Sears, president Colum- 
bian National Life, with a party. Com- 
pany officials, department heads and 
directors attended. 


Philip Hewes, who was formerly con- 
nected with the Sales Research Bureau 
and was editor of the “Managers Maga- 
zine,’ and who lately has been in pub- 
lic life, has returned to the insurance 
business with the Hartford branch of | 
Connecticut General Life. While with 
the Research Bureau he served as a 





member of the Connecticut legislature, 
Subsequently he became executive secre- 
tary of Governor Cross. His father is 
M. L. Hewes, chairman of Standard Fire 
of Connecticut. 

Will B. Chambers, secretary of Bank- 
ers National Life of Montclair, N. J, 
has been elected president of the Com- 
mercial Athletic Association of Mont- 
clair. Raymond D. Shepard, vice-presi- 
dent of Bankers National, has been 
elected vice-president of the Chamber of 
Commerce & Civics of Greater Mont- 
clair. He is also a member of the 
board of adjustment of Montclair. 

“Fort Wayne’s 49 Families,” an ar- 
ticle appearing in the November “Read- 
ers Digest,” outlines the novel rehous- 
ing program originated and adminis- 
tered by W. B. F. Hall, second vice- 
president of the Lincoln National Life 
and chairman of the Fort Wayne hous- 
ing authority. Mr. Hall’s plan, de- 
signed to meet the needs of the lowest 
income groups, rehouses families with 
monthly incomes of $60 or less in new 
houses at no additional cost either to 
the families or to the taxpayers. 

E. C. Swanson, district manager 
Equitable Life of Iowa, Fort Dodge, Ia., 
has been ordered to the Army Industrial 
College at Washington, D. C., for two 
weeks training in army industrial mobil- 
ization. He is a captain in the army re- 
serve officers corps. 

Floyd E. Maytubby, for four years an 
agent of the Occidental Life and two 
years with the Travelers in Oklahoma 
City, has been appointed governor of the 
Chickasaw Indian tribe in Oklahoma. 
Mr. Maytubby is a quarter blood Indian 
whose father and grandfather served on 
the council of the tribe. 

R. O. Hooker, actuary of the Connec- 
ticut department, has been retained as 
consulting actuary for the town of Mil- 
ford in connection with a retirement sys- 
tem for town employes. 

Fremont South, Des Moines manager 
Sun Life and president of the Des 
Moines Association of Life Underwrit- 
ers, is in Montreal for a ten-day visit at 
the home office. 


New York Life men in the southern 
department are paying special tribute to 
Inspector of Agencies Robert Lee 
Cooney of Atlanta, who on Nov. 8 
celebrated his 60th anniversary with the 
company. He was born Feb. 5, 1865, 
and was 14 years of age, when in 1880, 
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he joined the New York Life as an 
office boy in the New Orleans branch. 
In 1885, he became cashier at Atlanta 
and in 1895, at the age of 30, he was 
appointed agency director. He became 
inspector of agencies in 1900. He has 
rendered distinguished service and is 
known for his great loyalty to the com- 
pany. 

L. A. Cerf, Jr., who has recently be- 
come general agent of the State Mutual 
Life at 90 John street, New York City, 
js secretary of the class of 1919 of 
Princeton University, of which he is a 
member. 

Lieut. Col. J. G. Emery, Michigan in- 
surance commissioner and former na- 
tional commander of the American Le- 
gion, addressed more than 300 Elks and 
their friends at South Bend, Ind. Col. 
Emery, a world war veteran and the re- 
cipient of numerous military honors, 
spoke on the international need for men 
who will cooperate in the solution of the 
problems facing the people of all na- 
tions. A large delegation of South Bend 
insurance men was present. 


T. N. Whitehurst, general agent Pan- 
American Life, has been reelected pres- 
ident of the Beaumont (Tex.) Tubercu- 
losis Association. 


Miss Harriet Fisher, daughter of 
Claude Fisher, general agent Connecti- 
cut Mutual Life, Des Moines, was mar- 
ried at Excelsior Springs, Mo., to H. 
L. Lockwood, claims attorney for 
American Mutual Liability. 


DEATHS 


Mrs. L. E. Zacher, wife of the presi- 
dent of the Travelers, died last week at 
her home after a long illness. In addi- 
tion to President Zacher, there survive a 
son, L. E. Zacher II, a daughter, Mrs. 
Betty Zacher Fahnestock. 


George E. Decker, who served as 
president of the old Register Life of Da- 
venport, Ia., from 1924-1933, died in Cin- 
cinnati at the age of 66. He had been ill 
for some time. He entered the practice 
of medicine in Davenport in 1897. At 
one time he was a member of the Iowa 
State Board of Health. 


Thompson Henderson, 57, Opelousas, 
La., farm manager for the United Life & 
Accident, died from a heart attack while 
driving home from Shreveport. 


T. C. Bell, 75, formerly inspector of 
agencies for the southern department of 
the New York Life with headquarters 
at Richmond, died at his home in Nor- 
folk, Va. He started as a producer in 
1896 in Dallas. In 1905 he became 
agency director at San Antonio. He was 
steadily promoted through positions on 
the Pacific Coast and in the south until 
1910 when he became inspector of agen- 
cies for the southern department. He 
was retired in 1931. 

A. H. Ellis, 75, veteran Omaha life in- 
surance man, died there. He was with 
Metropolitan Life more than 25 years 
and more recently has represented the 
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ATTENTION! 
HOME OFFICES 


Middle-aged general agent for large 
Life and Accident and Health Com- 
pany for past 18 years is considering 
a change. He is a college graduate, 
a C. L. U., uses modern methods of 
induction, selection, training and su- 
Pervision of new agents, has appeared 
as speaker on many insurance con- 
vention programs, is author of be- 
ginner’s training course and sales 
plans, experienced in agency sales 
meetings and contests, has had ex- 
Perience and knows the problems of 

h Company and Field, owns hi 
own home and has accumulated some 
money. 


bse National Underwriter, 175 W. 














Illinois Report on the 
Union Life of Chicago 


The Illinois department has released 
its report of the examination of the 
Union Life, an assessment legal reserve 
company, with offices at 6 North Clark 
street, Chicago. It has assets $12,504 
and surplus $1,104. The report says the 
present cash position is deemed adequate 
for current operating demands but in 
light of the nonliquid condition of the 
investment portfolio, safeguards should 
be taken to maintain ample cash re- 
sources. The mortality ratios have been 
favorable in each of the years under re- 
view but savings have not been sufficient 
to offset the high administration and 
agency cost, the report says. The re- 
port is made as of Sept. 1. To maintain 
a position of solvency guaranty fund 
certificates of $46,350 have been issued 
since June, 1937. The company took 
over the Union Mutual Benefit and Bea- 
con Mutual Benefit. It wrote accident 
and health until July 11, 1939, when its 
business was reinsured by the Bankers 
Life & Casualty of Chicago. 

J. J. Miller, president, is the chief sal- 
aried official. It operates only in IIli- 
nois. All its business is written through 
Union Life Agency, Inc. Compensation 
with this agency is based on premium 
volume. On first year business on 
monthly premium contracts the agency 
gets 100 percent of the application fee, 
100 percent of the first month’s premium 
and 75 percent of the succeeding 11 
months premium. On annual premium 
contracts it gets 90 percent of the first 
year’s premium, on newspaner contracts 
100 percent of the first month and 65 
percent of the succeeding 11 months pre- 
mium. On renewal business, monthly 
and annual premium, it gets 15 percent 
for an unlimited premium period and 10 
percent on newspaper contracts. 

Its life premium income the first eight 
months was $31,754 and total $51,084, in- 
cluding $19,200 guaranty fund certifi- 
cates. The accident income was $4,566 
making total $54,949. The disburse- 
ments in both departments were $56,540. 
It had insurance in force Dec. 31, $1,- 
476,046. It wrote during the eight 
months period $3,922,783 and revived 
$163,615. Its insurance in force Sept. 1 
was $4,074,579. 


Old Line Life Shows Gains 
in Business and Assets 


MILWAUKEE—New life insurance 
business of the Old Line Life of 
America increased 19 percent the first 
nine months as compared with last year. 
New accident and health premiums 
gained 38 percent. Life insurance in 
force Sept. 30 was $79,699,683, a net 
gain of $1,197,467 for nine months as 
compared to the entire year 1938. Ad- 
mitted assets reached $22,392,869, an in- 
crease of $685,077. A substantial in- 
crease was shown in surplus. 

Gross income was $2,962,426, better- 
ing the nine months of 1938 by $203,- 
228. Income from farm real estate was 
more than 25 percent over 1938. Real 
estate sales receipts were more than 60 
percent above 1938. 

Payments to policyholders and bene- 
ficiaries in the nine months totaled $1,- 
427,837, bringing total payments since 
organization to $22,373,208. 

President J. E. Reilly reports rein- 
statement of policies noticeably higher 
than in 1938. 

“This, in great part,” President Reilly 
said, “we feel can be attributed to the 
fact that these policies contain no re- 
strictions as to military service and are, 
therefore, felt to be more valuable un- 
der present circumstances.” 


Royal Highlanders Ruling Hit 


LINCOLN, NEB.—Holding that the 
distribution ef $1,325,000 of the surplus 
assets of the Royal Highlanders ordered 
by Insurance Director Smrha would 
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hamper the best interests of the com- 
pany, hinder its operation and thereby 
weaken the security for beneficiaries, the 
district court here held the order null 
and void. It says there is a serious 
question whether the department has 
any jurisdiction to make su-h orders, but 
as the case could be decided on other 
grounds, no finding was made on that 
phase. 

Policyholder groups challenged the 
validity of the proceedings by which the 
fraternal was transformed into a mu- 
tual, but the court says that, having 
complied with all applicable laws, the 
Royal Highlanders is now a mutual legal 
reserve company, with all the duties, 
privileges and obligations of such a com- 
pany; also that the fraternal policies re- 
main the same as before the mutualiza- 
tion. 


Big Production in Campaign 
for Nollen and Jaeger 


A total of $2,698,400 in new business 
has been produced by 20 of the 56 agen- 
cies of the Bankers Life of Des Moines 
in campaigns honoring President G. S. 
Nollen and W. W. Jaeger, vice-presi- 
dent. Each agency campaign covers a 
30-day period. They do not run con- 
currently. At close of each campaign, 
those who have produced the business 
attend a special agency meeting. The 
campaigns will end in November. 

W. F. Winterble, director of agencies, 
has been assisting Mr. Nollen and M. E. 
Lewis, superintendent of agencies, has 
been assisting Mr. Jaeger in conducting 
the meetings. Messrs. Nollen and Win- 
terble have thus far held meetings in 
Mason City, Minneapolis, Mankato, Mil- 
waukee, Madison, Appleton, Chippewa 
Falls, Chicago, Elgin, Sioux City, 
Omaha and Lincoln. Mr. Jaeger and 
Mr. Lewis have held meetings in Seattle, 
Helena, Spokane, San Francisco, Los 
Angeles, Denver, Salt Lake City and 
Portland. 

Agency campaigns still are in prog- 
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ress in 36 agencies. Messrs. Jaeger and 
Lewis will resume their tour with a joint 
session of the Peoria, Decatur and 
Quincy agencies at Decatur, Ill., Nov. 
13. Messrs. Nollen and Winterble will 
resume their schedule with a meeting at 
Grand Rapids, Mich. 





Banner Year for Provident 


With business conditions holding up 
during the final quarter, 1939 should 
prove another banner year for Provident 
Life & Accident, according to President 
R. J. Maclellan, who announces that the 
first three quarters have proved the 
most satisfactory as well as the largest 
in point of premium volume ever ex- 
perienced by the Provident. 

Gains as a whole show an eight per- 
cent increase in premium volume for 
the first three quarters. If a comparable 
premium volume rate continues through- 
out the remainder of the year, the total 
should exceed the $8,000,000 mark for 
the first time in the Provident’s history. 





The Hearthstone Life of Indianapolis 
is issuing a home office bulletin, en- 
titled “Sparks.” 





Big Fund to Bolster Buying 


Should there be public announcement 
of the creation of an annual 2% billion 
dollar fund to bolster buying power in 
this country it would be regarded as 
highly important news, yet there is such 
a fund in the form of life insurance pay- 
ments each year to living policyholders, 
as well as living beneficiaries, George 
Dwight, Aetna Life, Burlington, told 
the American Business Club there. 


STOCKS 











H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gave the following stock quotations for 
life companies as of Nov. 7, 1939: 


Par Div.* Bid Asked 
Aetna Life .... 10 1.35* 31 33 
Central, Tiy..,5740 Ge 9 a1 
Cent, States Life 5 poke 1% 2% 
Colum. Natl. L..100 ee 68 72 
Conn, Geni. .... 190 ots 28 
-00 


Contl. Assurance 10 
Federal Life .. 10 ate 4% 5% 


Great Southn. L. 10 1.30 20 23 
Kan. City Life.100 16.00 350 400 
Life & Cas..... 3 -50 10 12 
Lincoln Natl.... 10 1.20 27 29 
No. Amer. Life. 2 a 24% 3 
N. W. Nat. Life 5 .30 11 13 
Ohio Natl. Life. 10 1.25 27 29 
Old Line Life... 10 -60 10% 12% 
Sun Life, Can..100 5.00 300 330 
TYAVOIEES .2032% 100 1600 435 445 
Union Cent. Life 20 a; 20 25 


Wis. National.. 10 
*Includes extras. 





LIFE AGENCY CHANGES 





Paul K. Adams to 
Connecticut Mutual 


The Connecticut Mutual has appointed 
Paul K. Adams general agent in Minne- 
apolis, succeeding E. L. Pickhardt, re- 





PAUL K. ADAMS 


signed. Mr. Adams began his life insur- 
ance career in 1924 and goes to the Con- 
necticut Mutual from the Equitable of 
Iowa, where he has been assistant super- 
intendent of agencies since 1936. In his 
first year as agent he paid for $700,000. 
As general agent for the Equitable at 
Albany, he built his agency from scratch 
to a production unit of $1,500,000. 





Raisbeck Is Now General 
Agent at Milwaukee 


Two general agency appointments 
have been made by Great Northern Life. 
C. C. Raisbeck, general agent at Wau- 
sau, Wis., has been promoted to head 
the Milwaukee agency, succeeding A. H. 
Tetting, who died last month. Mr. 
Raisbeck was appointed to the Wausau 
agency on June 1, 1938. Previously he 
was with the Travelers as supervisor for 
12 years. It is not yet known who will 
succeed Mr. Raisbeck at Wausau. He 
will supervise the Wausau agency until 
a successor is appointed. 

E. J. Kiefer, former assistant super- 





oo re 


intendent of agencies of Rockford Life 
has resigned and opened a_ generai 
agency for the Great Northern in Rock- 
ford in 605 Empire building. He was 
with Rockford Life for two and a half 
years and previous to that for two and 
a half years with the old Cedar Rapids 
Life. Previous to that he was with 
Missouri State Life. 





Thompson Heads Chicago 
Agency of Union Mutual 


L. W. Thompson has been appointed 
manager of the Chicago agency of 
Union Mutual Life. He takes the place 
left vacant by Samuel Leland, who re- 
signed some time ago. 

Mr. Thompson has been in life insur- 
ance work in Cleveland since 1929. He 
formerly was general agent of the Phil- 
adelphia Life. For the past 10 years he 
has been a personal producer with Phoe- 
nix Mutual. He has some acquaintance 
with Chicago, as he graduated from 
Northwestern University in 1918. He 
also attended Fenn College in Cleveland, 

In addition to building up the Chicago 
agency, Mr. Thompson will devote some 
of his time to starting sub-agencies in 
the larger Illinois cities outside of Cook 
county. 


New Agency at Cedar Rapids 


Union Central Life has opened a new 
district agency at Cedar Rapids, Ia., 
with George B. Healey as manager. He 
was formerly district agent at Dubuque, 


Ia. Miss Marcia Gould, formerly at 
Grand Rapids, is cashier at Cedar 
Rapids. 





Osborne to American National 


Jack Osborne has resigned as district, 
manager of the Lincoln National Life 
in Richmond, Va., to become Virginia 
manager of the American National of 
Galveston with headquarters in Rich- 
mond. The state office was recently 
transferred to Richmond from Norfolk, 
where J. L. Story was general agent. 
Mr. Story remains as general agent for 
the Norfolk area. R. F. Seay, with the 
Lincoln National in Richmond for some 
time as a producer, will succeed Mr. 
Osborne as district manager there. 


Thorn to Columbian National 


Craig Thorn has been appointed man- 
ager of the Great Northern Associates 
of Albany, N. Y., which represents the 
Columbian National Life there. A grad- 
uate of Dartmouth, Mr. Thorn is a C. 
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L. U. and has been very active in asso- 
ciation affairs. 


Henderson Made District Manager 


R. A. Henderson, has been appointed 
district manager of the New England 
Mutual Life at Sioux City, Ia. He repre- 
sented that company during 1923-1936. 
He served as president of the Sioux City 
Association of Life Underwriters in 1929. 








Great American Names Two 


Dan C. Wyatt has been appointed field 
manager at Amarillo, Tex., and Floyd L. 
East, formerly of Oklahoma, has been 
appointed general agent at Harlingen, 
Tex., by the Great American Life of 
San Antonio. 





E. D. Bostick, Jr., has been appointed 
supervisor of the Columbia, S. C., branch 
ofice of the Jefferson Standard Life, 
with offices in the Liberty Life building. 

R. B. Cullen of the R. M. Stevenson 
agency of the National Life in Pitts- 
burgh, has been promoted to super- 
visor. 

The New York Life has appointed 
Richard K. Wilson agency organizer of 
its Central Branch in Chicago. Mr. Wil- 
son has had four years of successful 
field experience with the New York 
Life. He attended the University of 
Chicago. 


SALES MEETS 








Bankers Life New Manager 
at Chippewa Falls, Wis. 








Hold Northwest Iowa Meetings 


A detailed interpretation of the appli- 
cation of the amended social security 
act was presented to northwest Iowa 
representatives of the Northwestern Mu- 
tual Life at Sioux City. W. Ray Chap- 
man, assistant director of agencies, and 
Scott M. Burpee, general agent there, 
had charge of the meeting. They also 
a a similar meeting at Fort Dodge, 
a. 





Brock Addresses Agency Meeting 


E. R. Brock of the J. E. Rutherford 
agency of the Penn Mutual Life in Des 
Moines addressed agency meetings in 
Grand Rapids, Mich., Detroit and Fort 
Wayne, Ind. 


Parkinson in San Francisco 


T, I. Parkinson, president Equitable 
Society, addressed agents of the north- 
ern California agency at a luncheon in 
San. Francisco. All the agents in the 
territory under the jurisdiction of M. H. 
Casey of San Francisco were called into 
San Francisco to meet with Mr. Parkin- 
son and Assistant Secretary A. P. Car- 
roll, who is accompanying President 
Parkinson on a nation-wide tour. 

Equitable Society personnel from 
Seattle and Spokane gathered in Port- 
land, Ore. for the only scheduled Pacific 
Northwest visit of President Parkinson. 


Aetna Life Holds Ohio Rally 


More than 70 representatives of the 
Aetna Life from central, eastern and 
southeastern Ohio attended a two-day 
conference in Columbus. Vice-president 
S. T. Whatley and R. B. Coolidge, su- 
perintendent of agencies, were present. 
At the same time E. C. Deckard, gen- 
eral agent in Columbus, observed his 
anniversary with the Aetna organi- 
zation. 


Holding Ohio Meetings 


W. R. Chapman, assistant director of 
agencies Northwestern Mutual Life, and 
E. G. Fassel, assistant actuary, are at- 
tending a series of agency meetings in 
Ohio this week, covering the agencies 
of Merritt Mason, Toledo; R. P. Thier- 
bach, Cleveland; Reynolds & Engel, 

ayton, and Sterling Youngquist, Co- 
umbus. 

Warren Lundgren, assistant director 
of agencies, will take part in a state 
istrict agents’ meeting Friday at 
Mansfield, O., arranged by Frank Shot- 














W. A. GARNESS 


W. A. Garness who has been ap- 
ponted agency manager of the Bankers 
Life of Iowa at Chippewa Falls, Wis., 
has been supervisor of the Madison, 
Wis., agency, which he joined in 1934 
after graduation from the University of 
Wisconsin. 








well of New Philadelphia, O., president 
of the Northwestern Mutual Ohio Dis- 
trict Agents Association. David Behl- 
ing, home office agency assistant, will 
also appear on the program. Messrs. 
Chapman and Fassel will attend and 
take part. 


Guardian Has Oregon Conference 


Nelson Davis, Pacific Coast super- 
visor of the Guardian Life, held a con- 








ference in Portland, with Oregon repre- 
sentatives. He was the guest of Liv- 
ingstone Steadman, Oregon manager. 


Erickson Agency’s Meeting 

The southern Minnesota agency of the | 
Northwestern Mutual Life held its fall | 
meeting at its headquarters in Mankato. 
It was attended by some 45 agents from | 
all parts of southern Minnesota. W. R. | 
Chapman, assistant director of agencies, | 
attended from the home office, and had | 
charge of the proceedings. S. A. Erick- 
son is general agent. 








War Motif Is Used in 
Sales Contest in Canada 


Northern Life of Canada is currently 
running a colorful sales contest entitled 
“The Big Push of 1939.” The contest 
is along military lines, each agency hav- 
ing the name of a battalion, with each 
salesman starting as a private and win- 
ning promotions through new business. 
An illustrated catalogue of prizes has 
been distributed. The prizes are listed 
by points. 

A special feature of the contest is a 
“direct hit.’ This is a specially marked 
application which has been sent to each 








field man. To score a “direct hit,” he 
must get it completed by a certain date 
and if he does, the “direct hit’ counts 
five extra points. 





New Edition of Ohio Laws 


Due to the numerous amendments to 
the Ohio insurance laws since their last 
publication in 1935, the Ohio department 
has published a new edition, completely 
annotated, with all amendments to date. 
There is a nominal charge of $1.50 per 
volume, postage prepaid. Orders are 
being received by T. L. Woods, financial 
officer division of insurance, State House 
Annex, Columbus, O. 
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When a company operates in the States of 
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Limitation of expenses and safe investment 
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Chicago Supervisors 
Elect Roy Elmer 


Roy T. Elmer was elected president 
of the Life Agency Supervisors of Chi- 
cago at the annual 


meeting. George 
Huth, Provident 
Mutual, was named 
vice-president, and 
Robert J. Curry, 
Aetna Life, was 
elected secretary- 
treasurer. 


Mr. Elmer has 
been with the New 
York Life for over 
20 years and has 
had a varied ex- 
perience. He 
started in the office 
and was cashier of 
the Dearborn branch from 1920 to 1926. 
He then became an agent and in 1929 
he was advanced to agency organizer 
of the Clearing House branch. Last 
year he was transferred to the Central 
branch as agency organizer. He has 
been active in association work, having 
held a number of offices. 

Philip B. Hobbs, Equitable Society 
manager in Chicago, who was chair- 
man of the General Agents & Managers 
Section of the National association for 
two years, related the high lights 
brought out at the St. Louis meeting 
of the section. 





Roy T. Elmer 





Discuss Helping Older Men 

The Portland (Ore.) Life Insurance 
Managers Association discussed “How 
to Help the Older Men.” H. J. Merkle 
was chairman, assisted by T. J. Binder 
and E. K. Roth. 
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YOUR PROSPECTING 


is the most essential factor in determining the measure 
of your SUCCESS in life underwriting. 


We have perfected a direct mail program for our agents 
that is showing most gratifying results. 


Every letter and folder is designed to build prestige for 
our salesmen. 


Direct Agency Inquiries to: 


M. Allen Anderson, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY 
HOME OFFICE 


* PRESIOENT 





Michigan Congress 
Planned for Dec. 12 


DETROIT — A sales congress for 
Michigan general agents, managers and 
supervisors will be held in Detroit, ten- 
tatively on Dec. 12, sponsored jointly by 
the Michigan State Association of Life 
Underwriters. and Associated Life Gen- 
eral Agents & Managers of Detroit. 
Suggested by K. W. Conrey, Penn Mu- 
tual general agent in Grand Rapids, 
president state association, the project 
was approved by the directors of the 
managers’ association at the November 
board meeting. 

Business sessions at which outstand- 
ing speakers will discuss pertinent top- 
ics of current interest to agency execu- 
tives will be held in the morning and 
afternoon and the visiting executives 
will be invited to join the Qualified Life 
Underwriters at their monthly luncheon 
meeting at noon to hear Ernest H. 
Wilkes, vice-president Metropolitan Life. 

Two hundred executives from the 
state are expected to attend, with 500 or 
more at the luncheon. E. P. Balkema, 
manager Northwestern National and 
president of the managers association, 
will be program chairman. 





Exeter Talks on Recruiting 


Hazen Exeter, Pacific Mutual Life, 
spoke on “Recruiting” at a meeting of 
the Utah Life Managers Association in 
Salt Lake City. 

“In life insurance selling,’ he said, 
“recruiting is seeing a lot of men. 
‘Twisting’ a life policy in another com- 
pany is reprehensible and unethical, as 
also is the way some ‘recruiting officers’ 
in life insurance do proselyting of agents 
among representatives of other compa- 
nies, instead of men new to life insur- 
ance selling. In a community where you 
want a man, see a lot of men who can 
buy life insurance and keep up their 
premium payments. They are your 
prospective agents, but sell them a pol- 
icy first.” 

S. A. Kent, Prudential, reported on 
the talks given at the St. Louis conven- 
tion on “Selection.” = 





Woodward Cites Gains in Texas 


Commissioner Woodward of Texas, in 
addressing a meeting of the Houston 
General Agents & Managers Associa- 
tion, declared that life insurance has 
progressed far in the state since the fa- 
mous Robertson law was passed more 
than 30 years ago. As of Dec. 31, 1908, 
insurance in force in Texas in all com- 
panies amounted to $106,000,000, he re- 
called, whereas the most recent figures 
show the insurance in force to be $3,- 
205,000,000. Life insurance investments 
in Texas 30 years ago were $8,000,000 
and now they are $596,000,000. In 1908 
new insurance purchased in Texas 
amounted to $48,000,000 and in 1938 it 
was $735,000,000. Mr. Woodward said 
that the insurance department is not be- 
ing financially hampered in its opera- 
tions. 

Special guests of honor were members 
of the Harris county legislative delega- 
tion. 





The Life Insurance General Agents 
& Managers Association of Louisville 
has been incorporated. 

The Milwaukee Life Managers & 
General Agents Association at the sug- 
gestion of President Hillis, Rhyan, will 
start a social bowling league. 





Vice-president S. E. Mooers of Acacia 
Mutual Life is visiting his company’s 
branches at Milwaukee, Minneapolis, 
Detroit and Pittsburgh, after having at- 
tended the Research Bureau-Agency Of- 
ficers meeting in Chicago. Also attend- 
ing the Chicago meeting was Vice-presi- 
dent L. K. Crippen. 


State Mutual's Two 
New Contracts 


State Mutual Life has brought out 
two new contracts, the whole life re- 
duced at age 65 and the limited payment 
life reduced at 65. These are partici- 
pating contracts. The level premium has 
been worked out at unusually low par- 
ticipating rates, due to the face amount 
at age 65 being reduced to $500 per 
$1,000 of original face amount. 

The minimum policy for the whole 
life reduced at 65 is $4,000 and for the 
limited payment life reduced at 65 is 
$2,000, with minimum monthly premium 
$10 in each case. Annual premium rates, 
with illustrative dividends on the 1939 


basis are: 
Premium Rates Per $1,000 
Whole Lim. Whole Lim. 
Life Pay. Life Pay. 
Red. Red ed. Red. 
Age at65 at65 Age at65 até65 
0 $15.57 $16.40 5 $21.39 $23.84 
2 - 15.85 16.73 3 21.95 24.61 
22 G84 17.08 37 22.53 25.44 
23 . 16.44 17.45 38 23.15 26.32 
24 » 46:06 18.84 39 23.80 27.26 
25 « £409 18.24 40 24.48 28.27 
26 o ado 18.67 41 25.20 29.36 
27 « BEA 19.12 42 25.95 30.54 
28 - 18.17 19.60 43 26.75 31.81 
29 - 18.57 20.11 44 27.59 33.19 
30 - 18.99 20.64 45 28.47 34.69 
31 - 19.42 21.21 46 29.40 36.33 
32 19.88 21.81 47 30.38 38.13 
33 20.36 22.44 48 31.41 40.11 
34 20.86 23.12 49 32.50 42.29 





Accu. 

ge u 5 10 20 20 Yrs 

Pre $3.67 $3.92 $4.25 $4.87 $113.47 

CE 3.89 4.18 4.56 4.87 119.60 

a 4.17 4.48 4.77 4.97 124.48 

Biers sieve. 4.47 4.70 4.76 5.380 128.75 

MO Newieigs 4.66 4.69 4.88 5.94 134.27 

| ee 4.84 5.29 6.73 144.54 

: oe 4.81 5.18 5.93 5.80 151.32 
Limited Payment Reduced at Age 65 

$3.68 $3.95 $4.83 $5.05 $115.55 

3.91 4.24 4.66 5.1 122.59 

.20 4.56 4.92 5.87 128.93 

4.50 4.81 4.99 5.90 135.51 

4.71 4.87 5.27 6.88 144.87 

eS 4.72 5.15 5.94 8.22 162.02 

49...00- 4.96 5.67 6.93 4.10 163.37 





National Life Maintains Dividend 

The National Life of Vermont an- 
nounces the continuance of its present 
dividend scale on all premium-paying 
forms of insurance and retirement annui- 
ties for 1940. Dividends on fully paid 
up forms will be reduced in 1940, 
through a readjustment of the interest 
factor, on account of the distinct down- 
ward trend of interest rates in recent 
years. The basis of surplus interest dis- 
tribution on participating funds held re- 
mains the same, 3% percent. 


Confederation Life Dividends 


The Confederation Life of Toronto 
announces that annual dividends falling 
due during the first six months of next 
year will be paid on the same scale as 
1939. Bonuses under the new standard 
series will continue during the first six 
months at $20 per $1,000 on life and 
limited life, and $17 on endowments. The 
Confederation Life during the war 1s 
adopting a semi-annual declaration of 
dividends so that it can review its posi- 
tion more than once a year. 








Powell Addresses Claim Men 


BOSTON—President John M. Powell 
of the Loyal Protective Life, addressing 
the opening meeting of the Boston Life 
& Accident Claim Association, said 
there is a constantly increasing public 
interest in health problems. He urged 
the claim men and adjusters to handle 
claims so that the companies’ esteem 
would be increased and insured become 
more enthusiastic about increased 
health and accident coverage. 


Bert C. Nelson, Northwestern Mutual 
Life special agent in Milwaukee. has 
published an 80-page book entitled “Sign 








Here,” which sells for $1. 
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Commissioner Lauds 


Replacement Pact 


LANSING, MICH.— Commissioner 
Emery of Michigan in an address be- 
fore the Lansing Life Underwriters As- 
sociation praised the 93 life companies 
that have signed “a replacement agree- 
ment that will do more toward protect- 
ing policyholders’ present insurance than 
can any regulations of an insurance de- 
partment.” He said replacement raids 
are in a large degree failing. A recent 
survey revealed that 88 percent of the 
policyholders approached with a pro- 
posal to replace their coverage decided 
to continue their existing insurance in 
force. 

The commissioner who spoke on 
“Trends,” said a present trend in life 
insurance is toward greater emphasis on 
annuities, both for the insuring public 
in general and as a partial compensation 
for agents, Another very marked trend, 
he said, is toward provision of an im- 
proved educational background for the 
life man through such facilities as the 
American College of Life Underwriters. 

The infrequency of failure among life 
companies, with the insolvency record 
lower than that of any other business, 
is a strong argument, he said, for the 
present system of state supervision 
rather than rigid federal government 
control. 

Kenneth Conrey, Grand Rapids, presi- 
dent of the state association, also backed 
the present state supervisory system 
against federal regulation but declared 
that all sound companies and their rep- 
resentatives welcomed the TNEC inves- 
tigation, inasmuch as companies and 
agents “want to know if anything is 
wrong.” 

H. J. Henry, president Lansing asso- 
ciation, conducted the meeting. 


Regional Congress at Mason City 


The program is announced for the 

regional sales congress at Mason City, 
Ia., in which will participate Sioux City, 
Waterloo, Des Moines, Fort Dodge and 
Marshalltown. Roy L. Bailey, Bankers 
Life of Iowa, president of the Mason 
City association, will preside. Speakers 
include Karl E. Madden, Penn Mutual, 
Davenport, trustee of the National as- 
sociation, “Showmanship in Salesman- 
ship’; L. S. Broaddus, Guardian Life, 
Chicago, “Simplified Prospecting”; 
A, Hedges, Equitable of Iowa, Kansas 
City, national trustee, “Sales Strategy”; 
T. H. Tomlinson, assistant superinten- 
dent of agencies Bankers Life of Iowa, 
“Philosophy of Life and Living”; W. K. 
Niemann, Bankers Life of Iowa, and 
secretary of the Iowa State Association, 
os the Life Underwriters Associa- 
ton?’ 





Minnesota “Booster Trips” 


ST. PAUL—First of a series of 
“booster trips” will be made by the Min- 
nesota Association of Life Underwriters 
Nov. 16 to Rochester, where a large 
meeting of life agents in that area has 
been arranged, 

eading a delegation of a score or 
more of prominent Twin City life men 
will be Hiram Moore, president of the 
State association. He called a meeting 
this week of Twin Cities men interested 
in making the trip. 
_ Other “booster trips” are being tenta- 
tively planned to Mankato, Duluth, St. 
Cloud and Faribault. All will precede 
the annual sales conference of the state 
association for the last week in January 
in St. Paul. 


Buffalo— A get-together meeting of 
the public relations committee of the 
life underwriters and managers asso- 
Ciations with some 50 program chairmen 
of Buffalo civic organizations will be 
held Dec. 6. 

Milton Sherman, general agent Con- 


necticut Mutual Life, will be the 
Speaker, 





Zimmerman Starts 
on 44-State Tour 


Charles J. Zimmerman, Chicago, 
president National Association of Life 
Underwriters, next week starts a series 
of local association visits that will carry 
him into 44 states before the close of 
his administration. 

His first trip includes talks before the 
associations at Syracuse, Utica, Albany 
and Boston on Nov. 14, 15, 16 and 17, 
respectively, to which policyholders will 
be invited. In each instance represen- 
tatives from nearby associations will be 
present to hear the national president 
address the local group and to join in 
directors’ conferences with Mr. Zim- 
merman. 

In most of his visits during the year, 
Mr. Zimmerman will address general 
agents’ and managers’ groups as well 
as local and state associations. His only 
other engagement in November will be 
an address before the Women’s Finance 
Forum in Chicago on Nov. 30. In De- 
cember he will embark on southern and 
eastern trips. 


Hold South Dakota Sales Congress 
HURON, S. D.—Sixty-five life in- 


surance men from over the state at- 
tended the annual sales congress here 
of the South Dakota Association of 
Life Underwriters. 

Speakers were: H. A. Hedges, Kan- 
sas City, National association trustee; 
R. L. McCoy, G. J. Lucas and F. G. 
Rollinger, Sioux Falls; Commissioner 
Dunn of South Dakota; J. A. Norris 
and Joe Goodrich, Aberdeen. 

Earl W. Lemonds, Sioux Falls, presi- 
dent of the South Dakota association, 
reported on the national convention. 
The 1940 meeting will be held in May 
in Rapid City. 








Tennessee—Knoxville will be host to 
the sales congress next spring, accord- 
ing to H. W. White, state president. C. J. 
Zimmerman, National association presi- 
dent, will be the principal speaker. The 
date has not been set definitely. 


Portland, Ore.—The association will 
vote at a special closed meeting later 
this month on a resolution urging denial 
of licenses to other than full-time agents 
in Portland. Vote was postponed at the 
meeting last week to permit further dis- 
cussion and the submission of a written 
copy of the proposed resolution to each 
member for study. In its tentative form, 


the resolution asks that the insurance 
commissioner interview each applicant 
for license, with a view to determining 
whether the applicant would devote full 
time to the insurance business. 


Northern New Jersey—R. L. Mason, 
assistant to the president of the Stand- 
ard Oil Co. of New Jersey, will speak 
Nov. 13 on “Employer-Employe Rela- 
tions.” 


San Francisco—Speakers at the lunch- 
eon meeting of the women’s division 
were Miss Dora Olinsky, Equitable So- 
ciety, member of the Quarter Million 
Round Table, who discussed “My Work- 
ing Day.” Mrs. Nell Taylor, Equitable, 





“Helps I Have Found Along the Way,” 
and Mrs. Katherine Noble, Penn Mutual 
Life, “The Merits of a Plan.” Mrs. 
Genevieve Macliver of the Equitable pre- 
pared the program and served as chair- 
man. The December meeting will be in 
charge of Miss Florence Calderwood, 
Massachusetts Mutual Life. 


Boston—Greetings will be extended to 
President C. J. Zimmerman of the Na- 
tional association at a luncheon meeting 
Nov. 17. He will speak on “Today and 
Tomorrow.” 


Kalamazoo, Mich.—Changes in the so- 
cial security act as they affect insurance 


‘and recent legislation in Michigan af- 











people perish.” 
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Established 1871 


“Where There Is No Vision 
the People Perish”’ 


This year’s Annual Message of Life In- 
surance is another praiseworthy effort to 
teach America's citizens that life insur- 
ance is but vision capitalized in the only 
way available to the average individual, 
and that “where there is no vision the 
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Insurance—Complete Rental Service 


FRANK H. FINNICAL 
239 North Central Ave. 


Statewide Service 


PHOENIX, ARIZONA 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 
SAN FRANCISCO 
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A. D. Wilson & Co. 
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A. C. Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
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Property Management 
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Mass Bldg., Tampa, Florida 
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COASTAL REALTY SERVICE, INC. 
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HOOKER and SLOSSON 
140 South Dearborn St. 
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Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. L A. 
Complete Service Metropolitan Ares 
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Expert Property Management 
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Chicago 


H. G. WOODRUFF, INC. 
MORTGAGE LOANS 
Real Estate Management 
Appraisals 
We Cover the City 
Union Guardian Bldg. 











Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 


209 South Fourth St. 








REAL ESTATE 
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Appraisals Surety Bonds 
Insurance Sales 
F.H.A. Approved Mtgee. 


CONSULT 


Wm. YP. Zinn & Co. 


Dependable since 1906 
1 Ex Employees 











INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 














Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 











COMPLETE SERVICE 


DETROIT, MICH. Albuquerque, New Mexico 37 North Third St oe < Ohio 
MINNESOTA NEW YORK OKLAHOMA 
UNITED SERVICE AND RESEARCH 
THORPE BROS,, Inc. conranaeD 
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REALTY COMPANY 
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PROPERTY MANAGEMENT 
Appraisals 
Sales Leases 


GOODMAN ano HAMBELETON 


INC. 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LOUISVILLE, KY. 








LOUISIANA 





Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 





MICHIGAN 





L. A. EWALD, INC. 


Property Management 
Appraisals, Leases, General 
Real Estate, Industrial Property 
Investment Counsel 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 


Covering Metropolitan Area 
Twin Cities 


MINNEAPOLIS, MINN. 








DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 





MISSOURI 





A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 


LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 








Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 
inane Real Estate Service 

af 

“Se os. 

Property Management 
Real Estate Dept. 


MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St. 

ST. LOUIS, MO. 


Sales 














NEW JERSEY 





Property Management REALTORS 
Thorpe Bros. Building Herald ae Street 
519 Marquette Management Appraisals 
MINNEAPOLIS, MINNESOTA Sales Rentals 
M. R. WATERS & SONS, INC. | OHIO 
BAKER BLDG. 
Property Management HOWARD R. BURGESS AND 60. 
‘ e Member 
Leasing—Selling Property Management 
Mortgage Loans Appraisals 


Leasing—Selling 

Mortgage Loans 

Complete Real Estate Service 
Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 








Raymond T. Cra raginé & Co. 
Raymond T. Cragin, 
PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 


Real Estate 
Management 
Sales—Leases 


BRANCH OFFICES 
Metropolitan Bank Bldg. 8! Madison Bldg. 
Minneapolis, Minn. - Memphis, Tenn. 


Buhl Bidg. 
Detroit, Mich. 


Appraisals 
Loans 











DARNELL-ZUENDT CO. 


Realtors and Insurors 


Beacon Bldg., Tulsa, Okla. 





OREGON 





Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 


Appraisals 
2nd Floor Wilcox Bldg. 
PORTLAND, OREGON 











THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 


Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 








Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 





PORTLAND, SAN FRANCISCO, SEATTLE 








PENNSYLVANIA 





PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 


1424 Walnut Street, Philadelphia, Pa. 


645 Market St., Camden, N. 
J. W. MARKEIM, Member — AMERICAN 
INSTITUTE OF eee ESTATE 


AP SERS 
IN STITUTE O OF PROPERTY 
MANAGEMENT 





TENNESSEE 





Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 


REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOCA, TENN. 








S. C. HADLEY, Inc. 
REALTOR 


FIDELITY BUILDING 
Detroit, Michigan 
General Real Estate—Property Man- 
agement—Mortgage Services—Insur- 
ance Appraisals 
Servicing Entire Metropolitan Area 
Branch Offices Dearborn and Grosse Point 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 
Management Appraisals 


Member—Institute of Management 


Property Management 
Appraisals 
Sales 
Mortgage Loans 


The Wm. J. Van Aken 
Organization 
1715 Euclid Ave. Cleveland, Ohio 





MILLARD NAILL & CO. 
RE.ALTORS 
Property Management 


Record of 37 Successful Years 
113 So. Court Ave, 
MEMPHIS, TENN. 
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Underwriter. 
TEXAS 














R. H. GAMBLE COMPANY 


REALTORS 
Kirby Building 
Dallas, Texas 
& 
Specializing in 
Business Property—Industrials—Factory 


Sites—Leases—Loans J 
Complete Property Management Service 








GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








Property Management 


Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 








Complete 
REAL ESTATE SERVICE 






GEO. BEG 
7 


Property Management 
Loans s—A ppraisals 
111% WEST 7TH ST. 
FORT WORTH 


GS - 
a 








DIRECTORY 


® The property management firms whose names are shown on this page have been selected 
after careful investigation. They have the recommendation and endorsement of The National 


TEXAS (Cont.) 











WASHINGTON (Cont.) 





HAROLD W. KELLER 


M;(A.-4: 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 











UTAH 





PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST C0. 


(Property Management Dept.) 
Salt Lake City, Utah 





WASHINGTON 





Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 








WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 











F. S. Barrett & Co. 


Realtors 


Established 1894 
PROPERTY MANAGEMENT 
SALES—LOANS 


Ziegler Bldg. 
Spokane, Wash. 











WISCONSIN 
ELDON B. RUSSELL 


and ASSOC. 
LOANS 


PROPERTY MANAGEMENT 
APPRAISALS 

RENTALS 

Experienced Insurance Activities 





Tenney Bldg. 
MADISON, WIS. 








PLEASE MENTION 


THE 
NATIONAL 
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when writing to 


Advertisers 




















fecting policyholders’ rights were dis- 
cussed by H. L. Harvey, district agent 
Equitable of Iowa and regional vice- 
president of the Michigan association. 

Des Moines—A. L. Dern, vice-president 
and director of agencies Lincoln National 
Life, spoke on “S. O. S.”. It signified 
“Same Old Stuff” but turned out to con- 
tain many ideas for the agents. 

George Pfianz, Jr., Union Central, has 
been elected vice-president, to succeed 
Clarence Cooper, who has been trans- 
ferred to the home office of Penn Mutual. 
H. M. Wolk, Penn Mutual, was elected to 
succeed Mr. Pflanz on the board, 

Seattle—Wood Netherland, St. Louis 
banker, spoke on “Banking and Life In- 
surance.” 

Buffalo—George E. Lackey, general 
agent Massachusetts Mutual Life, De- 
troit, will speak Nov. 17 on “Life Insur- 
ance Dollars vs. Court House Dollars.” 

Pittsburgh—D. Gordon Hunter, vice- 
president and agency manager of 
Phoenix Mutual Life, spoke Thursday on 
“What Is Ahead?” 

Portland, Ore. — Harold P. Drake, 
Equitable Society, spoke on ‘Managing 
Myself.” 

Illinois—Frederick A. Schnell, Penn 
Mutual Life, Peoria, will head the com- 
mittee to investigate the advisability of 
employing an executive secretary, in- 





stead of F. P. Beiriger, Connecticut Mu- 
tual, Rockford. 

Sheboygan, Wis. — The association 
sponsored the showing of the movie, 
“Yours Truly, Ed. Graham,” at meetings 
of the Rotary, Lions, Optimists, Kiwanis 
and Shrine clubs, and the North Side 
High School. 


INDUSTRIAL 














Palmetto State Managers Meet 

Life insurance salesmen, more so than 
those of any other profession, should 
have confidence in their work in that 
they are offering peace of mind and se- 
curity of soul to their fellowman, Dr. J. 
C. Kinard, president of Newberry Col- 
lege, said in an address at the annual 
meeting of managers, assistant managers 
and officials of the Palmetto State Life in 
Columbia, S. C. They had gathered for 
their fifteenth annual meeting. 

W. E. Atkinson, Orangeburg, statisti- 
cian and a director, presided at the 
luncheon and awarded the Rock Hill 
district, which has won this honor for 
three successive years, permanent pos- 








session of the trophy for the most 
business in the fiscal year ended Sept. 
30. H. H. Pinegar, manager, received 
the award. Anniversary cups given for 
most business in September, the month 
in which the company was founded in 
1924, went to the Florence and Horry 
offices. 





Cunningham Augusta Manager 


John J. Cunningham, field training 
supervisor of the Metropolitan Life in 
Boston and Massachusetts for three 
years, has been appointed manager in 
Augusta, Me. He is a graduate of 
Northeastern University law school and 
started with the company in Uxbridge, 
Mass., 17 years ago. Later he was as- 
sistant manager at Taunton, Mass., field 
training supervisor in Connecticut and 
acting manager at Attleboro, Mass. He 
has had supervision of field training 
over 38 Massachusetts offices, as well 
as supervision of the agency school, as- 
sistant managers’ and managers’ training 
courses in’ Boston. 





Thirty-five agents of the Metropoli- 
tan Life in the Wausau, Wis., district 
attended a staff meeting arranged by 
M. H. Lewis, manager. Everett Smith, 








PROPERTY MANAGEMENT js". 2" 


Manager C. W. Dietz of the Colonial 
Life in Jersey City has rounded out 95 
years of continuous service with the 
company. 


NEW YORK 


ALK TO ADDRESS LEAGUE 


Benjamin Alk, Penn Mutual, president 
New York City Life Underwriters As- 
sociation, will be the principal speaker 
at the dinner meeting of the League of 
Insurance Women, Nov. 14, at the Wom- 
an’s City Club, 630 Fifth avenue. Other 
speakers will be Miss Beatrice Jones, 
Equitable Society: Mrs. Lillian Joseph, 
Home Life of New York, and Miss Her- 
mine Kuhn, Ecuitable Society. 














MRS. LOHEED CHAIRMAN 


Mrs. Bertha Loheed has been ap- 
pointed chairman of the New York City 
Life Underwriters Association’s commit- 
tee for cooperation with women agents. 
Discussing the association’s plans, Mrs, 
Loheed said that the organization plans 
to do all in its power to further the in- 
terests of life insurance to those who sell 
it and that it should have the coopera- 
tion of all women agents. 





VASH YOUNG, HOWELL, TO SPEAK 


Vash Young, Equitable Society’s 
famed million-dollar producer, and 
John D. Howell, of the J. Elliott Hall 
(New York City) agency of the Penn 
Mutual Life, will address the New York 
City Life Underwriters Association 
meeting Nov. 16. Mr. Young will talk 
on “When the Going Is Rough.” Mr. 
Howell’s topic will be “Helping Your- 
self Through Helping Others.” He will 
conduct a question and answer session 
after his talk. It will be a dinner meet- 
ing at Hotel Pennsylvania. 





TWO OFFICES ARE COMBINED 


The I. A. Lewis Agency has now been 
consolidated with the A. Rosenstein 
Agency of the Equitable Society in New 
York City. Mr. Rosenstein is in charge 
of the combined agency as agency mana- 
ger and Mr. Lewis is associate agency 
manager. Mr. Rosenstein is planning to 
remodel and enlarge his present quarters 
in the home office building. 





TO TALK ON PENSION TRUSTS 


C. Preston Dawson, general agent 
New England Mutual, New York City, 
will speak on Pension Trusts at the New 
York City Life Supervisors Association’s 
meeting at 12:15 p. m. Nov. 14, Hotel 
Martinique. Mr. Dawson’s talk will not 
be technical but a general description of 
where pension trusts fit and why. 





KNIGHT AGENCY AHEAD 


The Charles B. Knight agency of the 
Union Central Life in New York City 
paid for $2,103,196 in October as against 
$2,090,239 for October, 1938. For the 
year to date the total is $18,309,308 as 
against $14,338,825. 





Stresses Value of Organizations 


The value of organizations was 
stressed by Carroll C. Day, Oklahoma 
City general agent Pacific Mutual Life, 
before the annual meeting of the Okla- 
homa Association of Insurance Agents. 
He said that life insurance companies 
were slow to organize for an institu- 
tional advertising campaign which was 
first suggested 25 years ago. When the 
Temporary National Economic Commit- 
tee’s investigation was started, the In- 
stitute of Life Insurance was formed 
hurriedly “to try to do with a lot of 
money what we could have done before 
with very little money.” tet 

The government never has in history 
entered any business until that business 
has become so reckless and unconcerned 
about the consumer that it ignored his 
rights, Mr. Day pointed out. The best 
way to gain the public’s support is to 
merit its faith in the business. 
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AS SEEN FROM CHICAGO 





meal 


GREAT-WEST HOLDS DINNER-DANCE 


A dinner dance was held by the Great- 
West Life agency in Chicago*managed 
by Earl M. Schwemm, celebrating the 
feat of that agency in winning first place 
among Group A agencies in an “agents 
month” contest. Mr. Schwemm’s agency 
at the end of October led all Great-West 
branches in new paid for business. Head 
office visitors attending the’ party were 
H. W. Manning, general manager; H. 
A. H. Baker, assistant general manager; 
E. J. Moorhead of the actuarial depart- 
ment, and D. R. Ferguson, supervisor of 
field service, all of whom were in Chi- 
cago attending the Life Agency Officers- 
Sales Research Bureau meeting. 





ARRANGE FOR EQUITABLE BUILDING 


Before the Equitable Society’s Chi- 
cago offices go to 29 South LaSalle 
street, there will be remodeling done at 
a cost of about $1,000,000. This will be 
complete renovation. It was formerly 
the National Life building owned by 
the National Life, U. S. A. The Her- 
cules Life took it over after assuming 





the business of the National Life, 
U. S. A., then the Washington National 
took over the Hercules. The Equitable 
has nine agencies in Chicago, which 
will be housed in the building as well 
as the mortgage loan and real estate de- 
partment. 





TO HEAR RALPH KASTNER 


The public relations aspect of claim 
adjusting will be discussed by Ralph H. 
Kastner, associate counsel American 
Life Convention, Chicago, at a meeting 
of the Chicago Claim Association, Nov. 
15. It will be held at 6 p. m. in the 
Sportsmen’s Grill in the London Guar- 
antee building, 360 North Michigan 
boulevard. 





START COMMUNITY FUND DRIVE 


Life men who have a part in the an- 
nual Chicago Community Fund drive 
got under way this week when they 
met under the auspices of the Chicago 
Association of Life Underwriters with 
Wade Fetzer, Jr., vice-president W. A. 
Alexander & Co., chairman insurance 





division, and C. H. Ford, Prudential, 
chairman life insurance group. 

Mr. Ford has named the following 
co-chairmen: Ordinary, F. J. Wood, 
general agent Lincoln National Life; 
industrial, E. P. Lomasney, manager 
north side office, Metropolitan; home 


| offices, E. B. Thurman, general agent 


New England Mutual; and fraternal, B. 
C. Howes, general agent Berkshire. 


LIFE INSURANCE AND GIFT TAX 


The “Estate and Tax News” states 
that the controversy relative to the 
proper method of valuing life insurance 
for gift tax purposes continues. It says: 

“In the latest case the facts were as 
follows: During the year 1935 a taxpayer 
made absolute assignments to his daugh- 
ter of ten ordinary life insurance policies 
upon which additional premiums were 
payable. The commissioner, in accord- 
ance with his regulations as amended in 
1936, valued the policies by adding to 
the terminal reserve, adjusted to the date 
of the gift, a prorata part of the last 
gross premium paid. The taxpayer con- 
tended that the value of the policies did 
not exceed the cash surrender value. 
(The cash value of a policy is never 
greater than its ‘terminal reserve.’) On 
the authoritv of its prior decisions relat- 
ing to single premium policies the tax 


Succeeds Holgar 








ERIC G. JOHNSON 


Eric G. Johnson, associate general 
agent of the Penn Mutual Life at Pitts- 
burgh, became general agent in succes- 
sion to his brother, Holgar J. Johnson, 
who has been elected president of the 
Institute of Life Insurance. 





Title Insurance Companies 


-@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 



































CALIFORNIA 


COLORADO 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 
Incorporated @eteber 28, 1805 
Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 











Specify 
TITLE PROTECTION 
From the 


LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and curplus ever $16,000,000.00) 

TITLE INSURANCE 
and TRUST COMPANY 


433 Seuth Spring Street, Loe Angeles 
$ Ians Obispe, 








Other Offices: Santa Sen 
Ventura, Sen Diogo, Visslia, Bakersfield, Riverside. 





San Diego’s oldest and largest 
title insurance company 


Union Title Insu 
Trust Co 


UNION JAMES D. FORWARD 


‘iigemee PR EST OE NT 


A CALIFORNIA 
leita 







SECOND AVENUE 
Av BROADWAY 


SAN DIEGO 





Complete title, escrow and 
trust services. 





CITY TITLE INSURANCE 
COMPANY 
68 Sutter Street 
Complete Title Service 
San Francisco, Cal. 








THE TITLE GUARANTY COMPANY 


Betablished 1911 
M. Eltiett Heuston, Pres. — J. Tate Dunean, Seey. 


Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 





OREGON 











MISSOURI 





KANSAS’CITY TITLE 


AND TRUST COMPANY 
KANSAS CITY, MISSOURI 
3 
Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 


Over $700,000 Capital & Surplus 
TITLE INSURANCE 
ESCROWS 
LOANS 
ABSTRACTS 
COMPLETE RECORDS 

Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore, 





UTAH 





INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 
nia. Policies accepted by Supt. of 
Insurance of the State of New York. 


Home Office: 
309 First National Bank Building 





Salt Lake City, Utah 











Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 


ments of Missouri and 
Eastern States. 


Only complete tract index in St. Louis 
,. +... City. and County. 











OKLAHOMA 


WASHINGTON 





WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 

803 Second Avenue 


SEATTLE, WASHINGTON. 
Statewide Title Service 








AMERICAN FIRST TRUST C0. 


First National Bldg. 
Oklahoma City, Okla. 


9 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 
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board overruled the commissioner (the 
regulations, as amended in 1936, provide 
that in the case of a policy upon which 
further premium payments are yet to be 
made, the value may be approximated 
“by adding to the interpolated terminal 
reserve at the date of the gift the pro- 
portionate part of the gross premium last 
paid before the date of the gift which 
covers the period extending beyond that 
date”) and agreed with the taxpayer. 
(Louis Florsheim, Memo B.T.A. Docket 
91362, Sept. 11, 1939.) 

“There has been one circuit court deci- 
sion on this point (Haines, 104 F. (2nd) 
854.) However, the court only consid- 
ered the validity of the regulations as ap- 
plied retroactively, and did not discuss 
the reasonableness of the regulations as 
applied to transfers in 1936 and later 
years. 

“Until the matter is clarified by fur- 
ther court decisions (Cronin, 37 B.T.A. 
914, is pending on appeal to C.C.A. (8); 
An Illinois district court, in Ryerson v. 
U. S., has sustained the commissioner) 
the commissioner will doubtless continue 
to assess tax on the higher values com- 
puted in accordance with the regulations, 
and taxpayers will be faced with the nec- 
essity of contesting the commissioners’ 
interpretation or paying the higher tax. 
Taxpayers may protect their rights by 
filing refund claims within the time al- 
lowed, whether or not they expect to 
litigate.” 





KLEIN WINS PLAQUE AGAIN 


For the third consecutive quarter, A. 
R. Klein, Chicago general agent, won 
the Home Life’s new _ organization 
plaque awarded every quarter. 





Dalzell in Home Office Post 


The John Hancock Mutual Life has 
appointed. A. H. Dalzell, for 15 years in 
its Boston agency, to the home office 
agency staff in charge of the newly es- 
tablished department of field service. He 
9 4°€.E.0. 





“H.C. Portwood of Davenport, dis- 
trict supervisor for the F. W. Darling 
Agency of Cedar Rapids, is eighth 
among the more than 1,000 Bankers 
Life of Iowa salesmen, in new life in- 
surance sales for the first ten months. 
The P. G. Teeple agency of North- 
western Mutual Life at Marquette, Mich., 
held its fall agency meeting Nov. 4, 
In addition to Mr. Teeple and leading 
producers of his agency, L. J. Evans, 
assistant director of agencies, spoke. 





Accident and health sales up 8 per- 
cent. Get on bandwagon. Send $1 for six 
months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 
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LEGAL RESERVE FRATERNALS 





Mrs. Chamberlain Elected 
Pennsylvania Congress Head 


PITTSBURGH—In the amended so- 
cial security act the federal government 
has established a government insurance 
system of great magnitude, H. : 
Teamer, secretary-manager Insurance 
Federation of Pennsylvania, told the 
Pennsylvania Fraternal Congress at the 
annual meeting here. 

The act certainly will make people 
more insurance .conscious, he said. It 
will open many opportunities for intro- 
duction of plans for supplementing by 
insurance the income to be derived from 
the federal plan to provide adequate, 
sure protection. 

New officers elected were: President, 
Mrs. H. Orma Chamberlain, Ridgeway, 
Royal Neighbors; first vice-president, 
John Masich, Homestead, Greek Cath- 
olic Union; second vice-president, Miss 
Louise Patrick, Philadelphia, Woodmen 
Circle; and_ secretary-treasurer, H. 
Bruce Meixel, Philadelphia. 

Commissioner Taggart was unable 
to attend. R. F. Mahaney, Harrisburg, 
retiring president, state manager Wood- 
men of the World, spoke in his behalf. 
Other speakers included Miss Frances 
D. Partridge, president National Fra- 
ternal Congress and secretary Woman’s 
Benefit, Port Huron, Mich.; Mrs. H. 
Orma Chamberlain, state supervisor 
Royal Neighbors; Mrs. Grace W. Mc- 
Curdy, president Royal Neighbors; F. 
B. Mallett, field manager Protected 








Home Circle; J. B. Sekerak, president 
Greek Catholic Union of Russian 
Brotherhoods, and Miss Louise Pat- 
rick, state manager Woodmen Circle. 





Distribute N. F. C. Proceedings 


The printed proceedings of the Na- 
tional Fraternal Congress annual con- 
vention held at Detroit in August are 
being distributed this week by Foster 
F. Farrell, secretary-treasurer and man- 
ager. There are being sent along also 
copies of proceedings of the president’s 
section and report of the committee on 
general welfare. 





Big Junior Membership Increase 


Modern Woodmen set an _ all-time 
monthly record for new junior business 
in October with 3,022 new certificates 
for $2,846,500 insurance. This exceeded 
the September record of 2,519 certifi- 
cates for $2,416,500, which had been 
the greatest month for junior business 
in the society’s history. Oct. 20 was 
set as “National Junior Day” by 
President O. E. Aleshire, and on that 
day 1,300 junior applications were re- 
ceived at the head office. An all-time 
record for junior issues in a single day 
was established Oct. 25, with 320 certifi- 
cates mailed from the head office. The 
large production came in a_ special 
junior campaign started Sept. 1. The 


two months effort netted 5,541 new 
juniors, representing $5,262,500 of in- 
surance. 





Issues 


there. 





Praetorian Bullding 
Dallas, Texas 


THE PRAETORIANS 


National Headquarters—Praetorian Building 
DALLAS, TEXAS 


ORGANIZED—1898—OVER FORTY YEARS OF 
INSURANCE SERVICE 
FRATERNAL LEGAL RESERVE 
LIFE INSURANCE on standard forms, ages 
0 to 60. Amounts $200 to $20,000. 
Operates strictly on the LEGAL RESERVE 
PLAN. Realizing that it is the LEGAL 
RESERVE that puts the safety under poli- 
cies regardless of whether the system is Stock, 
Mutual or Fraternal. 


If it is LEGAL RESERVE, the strength is 


Pays Seventeen Different Ways 








H. H. Hackett, Pres. 


Gleaner Life Insurance Society 
Detroit, Mich. 


Founded 1894 


Legal Reserve Life Insurance for men, women and children from 
birth to age 65. Operating in Michigan, Ohio, Indiana & Llinois. 


R. M. Norrington, Field Supt. 
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PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 














S.H. HADLEY Supreme President 











SHARON, PA. 


L. D. LININGER, Supreme Secretary 


























































































































































































































Groups at Research Bureau-Agency Officers rally. Top—A. W. Tompkins, super- . 
intendent of agents, and G. J. Mecherle, chairman State Farm Life. 

Bottom—W. V. Woollen, superintendent of agents Capitol Life; A. G. Borden, 
second vice-president Equitable Society; S. R. Keare, vice-president, and I. M. Hamilton, 


chairman Federal Life. 
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New Hampshire Offers Course 


The New Hampshire Association of 
Life Underwriters is sponsoring a course 
preparatory to the C.L.U. examinations 
and will hold classes for 30 weeks in 
Dover, N. H., with Prof. Irving Hobby 
of the University of New Hampshire as 
instructor. 





Cooperative Instruction Plan 


A C. L. U. study group of 15 mem- 
bers, sponsored by the San Antonio 
(Tex.) Association of Life Underwrit- 
ers, is employing a cooperative plan for 
instruction. Each member of the group 
takes the direction of the study hour on 
a date assigned. 





John R. Siekkinen, secretary Youngs- 
town Association of Life Underwriters, 
is instructor for the C. L. U. course 
there which started Nov. 6. 


Nineteen have enrolled at Toledo, O., 
for advanced C. L. U. courses. Classes 
are being held at DeSales. College Mon- 
day afternoons under direction of P. A. 
Bennett. 





Would Prohibit Extra Work Fees 


AUSTIN, TEX.—Abandonment of 
the policy of permitting employes of 
the Texas insurance board to retain fees 
for doing extra work, such as copy 
work, was recommended by State Audi- 
tor T. King in an audit of the depart- 
ment. 





Boston Trust Council to Meet 


The Boston Life Insurance & Trust 
Council will discuss “Applying Insur- 





ance to Life Situations” at its meeting 
Nov. 14. Speakers will be J. R. Cope- 
land, Provident Mutual; W. T. Craig, 
Aetna Life, and H. A. Smith, Connecti- 
cut Mutual Life. 
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A. O. U. W. 


of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 


A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 
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THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 
Bina West Miller 
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LIFE INSURANCE EDITION 


























Agents Need to Know Facts 


About Social Security Act 





Contact with life insurance men in 
general reveals an astonishing ignorance 
of the new social security benefits. It is 
true that many agents, and some com- 
panies, are capitalizing on the social se- 
curity act for the production of new 
business. In some cases the ignorance 
and indifference are almost incredible. 

There was a disposition to fear the 
competition of the government, but now 
that the act is in force it is found to be, 
when properly used, even more benefi- 
cial to life insurance than the war risk 
plan of 20 years ago. Those who went 
through the world war recall that it was 
feared the vast expense of the govern- 
ment plan would hurt private insurance, 
when in fact it turned out to be the 
greatest stimulant that private life insur- 
ance ever received. 


Will Bring In Prospects 


Social security will bring in far more 
prospects for private life insurance than 
it will take out of the market. An im- 
mense number of borderline prospects 
were unable to provide adequate incomes 
for their dependents, and therefore con- 
tented themselves with $1,000 or $2,000 
for a clean-up fund. With the start given 
by social security, vast numbers of these 
borderline cases will now be encouraged 
to make adequate provision for wives 
and children. 

An example of how social security will 
work when properly used is found at 
Lexington, Ky. An agent had a pros- 
pect there earning $300 a month. The 
prospect considered that $150 a month 
would be needed to take care of his wife 
and three children. He already carried 
enough life insurance to provide $42 per 
month. He authorized the agent to pre- 
pare a program to bring the insurance 
up to $150 a month, but when he found 
the amount of insurance required for the 
additional $108 a month he simply threw 
up his hands. He rested on the insur- 
ance he already had. 

When the new social security terms 
came out, the agent found that the bene- 
fits available to the wife and children in 
this case were $70 a month. He showed 
the prospect that the existing insurance, 
plus social security, would now yield 
$112 ‘per month, and the only thing re- 
maining to be supplied was the insurance 
to provide $38 a month additional. The 
Prospect promptly bought. 





Kansas City Life. 





a Views from Research Bureau -Agency Officers meeting. 
tector of research of Research Bureau; F. J. Budinger, Chicago general agent Franklin Life; J. 


This case is hardly typical, because not 
a great many prospects will pay for 
enough life insurance to bring the total 
benefits up to half the prospect’s earn- 
ings. Yet the principle of using social 
security as a foundation on which to 
build life insurance is perfectly illus- 
trated. 

Programming on the foundation of so- 
cial security opens up an enormous field 
of prospects, and may change somewhat 
the type of insurance sold. In great 
numbers of steady, thrifty families there 
is an ambition for something better than 
mere social security will provide. Pro- 
gramming on an income basis, without 
social security, would have been impos- 
sible because of limited means. With 
the start given by social security, and 
policies adapted to the purpose, provi- 
sions can be made-to carry the children 
to the earning age, and the widow as 
long as she lives, without undue strain 
on the family budget. 


May Be New Type of Agent 


Not only a new policy but a new type 
of agent may come to the front under 
the new condition. Most agents have 
been trained and urged to seek the mon- 
eyed class. There will be a great field, 
under social security, for agents who can 
“talk the language” of a class a little be- 
low what have heretofore been consid- 
ered the most desirable prospects. The 


. stimulation in the $3,000 a year class will 


be even greater than in the lower income 
group. Very few men on $3,000 a year 
can make adequate provision for wife 
and children. With the aid of social se- 








curity, and the use of policies that will 
provide income up to the earning ages of 
the children, a very snug provision can 
be made, on an outlay that a $3,000 a 
year man can stand. In fact, salaries 
have to be pretty large before the social 
security income becomes insignificant. 
In every case social security provides a 
foundation on which to build. 

Education of agents on the use of so- 
cial security in selling life insurance be- 
comes necessary. Much work of this 
sort must be done. One would think 
that life men, so closely affected, would 
have kept informed of the changes in the 
social security law. Great numbers of 
agents are only dimly aware that there 
has been some change, and relatively 
few of them actually know what the 
present law provides. 





Minneapolis Millionaires 
Offer Sales Suggestions 


MINNEAPOLIS—Paul H. Dunna- 
van, Canada Life, and Paul Dobson. 
Northwestern National Life, members 
of the Million Dollar Round Table, 
both of Minneapolis, gave some inter- 
esting success hints to their fellow un- 
derwriters. 

Fifty suggestions for getting favor- 
able interviews were listed by Mr. 
Dunnavan. In his 13 years in the busi- 
ness Mr. Dunnavan has achieved a not- 
able success as a consistent large produ- 
cer. Here are a few of the points he 
emphasized in his talk: 

It is important to make proper con- 


tacts and a large number of them. 
Imagination, individuality, incessant ac- 
tivity and “intestinal fortitude” are at- 


tributes of a good life insurance sales- 
man. 

“Take your own medicine, be ade- 
quately insured,” he advised, mentioning 





SAY IT IN PLAIN WORDS 





NEW YORK—“Unless you can ex- 
plain something so simply that a 10- 
year-old boy can understand it, you don’t 
understand it yourself,’ said R. G. En- 
gelsman, general agent Penn Mutual 
Life, New York City, in the New York 
City Life Underwriters Association’s 
lecture course. 

Mr. Engelsman emphasized and re- 
emphasized the dangers of getting any- 
thing complex into one’s sales talk. Sim- 
plicity, he said, makes for understanding 
and understanding on the part of the 
prospect makes for sales. 








“People believe the things they under- 
stand, but are suspicious of what is con- 
fusing,” he said. “It is not easy to be 
simple. Men are mentally lazy. They 
seldom think before speaking.” 

After giving his well known minimuin 
income sales talk, in which he set forth 
a simple sales story in lucid terms, Mr. 
Engelsman said in regard to the plan he 
uses: 

“Ts it really as simple as all that? Yes, 
if you are careful to see that you make 
it as simple as all that—and then tell 
that simple story to enough prospects.” 





that a survey among a group of large 
producers had revealed some of them 
tragically underinsured. 

Mr. Dunnavan warned against being 
impatient for immediate results. “Don’t 
barge in on your prospect. without 
knowing all the facts about his case,” 
he said. “Long delayed sales often are 
the best ones.” 

He stressed the value of a good repu- 
tation in the community and urged his 
listeners to take part in civic activities: 

“Never has there been a time when 
technical knowledge of the business and 
versatility’ were so important to suc- 


cess,” Mr. Dunnavan said. 


Establishing, Fixing Problem 


“Establishing ‘and Fixing the Prob- 
lem,” was Mr. Dobson’s subject. 

“Uncover your prospect’s particular 
problem and then get him curious, ex- 
cited over it,” he advised. “Don’t try 
to tell your prospect what his problem 
is. The direct attack is dangerous. 
Time spent in finding out all about 
your prospect is time well spent. Make 
your interview stimulating. Maneuver 
him into a position where he starts ask- 
ing you questions about his problem. 
That puts him on the defensive instead 
of you being on the defensive.” 

Regarding the interview Mr. 
offered these suggestions: 

“The approdch must be interésting. 
You must know exactly what you are 
going to say. Be striking, original in 
your conversation. Be alert to create 
a sales situation. Inject enough skillful 
questions to get your prospect aroused. 

“Find out what his family responsi- 
bilities are. How much protection has 
he provided for those responsibilities?” 


Dobson 





Interesting Facts as to 
Cases in Probate Court 


The Equitable Society calls attention 
to a recent report of the Federal Trade 
Commission which reviewed probate 
court records over a 12-year period in 24- 
scattered counties. Every effort, it 
says, was made to obtain representative 
figures. The following results will be 
interesting: 

Out of every 100 estates: 

31 were not worth probating. 

11 were worth less than $500. 

9 were worth from $500 to $1,000. 

19 were worth from $1,000 to $5,000. 

13 were worth from $5,000 to $10,000. 

13 were worth from $10,000 to $25,000. 

4 were worth more than $25,000. 





Send $1 to National Underwriter -for 
Social Security Slide Rule. 





Left to right—B. N. Woodson, newly appointed director of service and L. S. Morrison, newly appointed 
A, Budinger, vice-president; and E. E,. Chappell, agency supervisor 
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Barrett N. Coates 


COATES & HERFURTH 


CONSULTING ACTUARIES 
582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


Carl E. Herfurth 
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Specialty, Income Taxes of Insurance 


ompanies 


WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 
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WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 


211 W. Wacker Drive, Chicago 


1 can be enjoyed at any time. 


























100 N. La Salle St, 


Consulting Actuaries 


Telephone State 1336 


DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Chicago, Illinois 























ociates 
Wolfman, A. A. I. A. 
A. Moscovitch, Ph. D. 
J. Lally ; 


HARRY S. TRESSEL 


Certified Public Accountant and 


Actua: 
10 S. La Salle 3, Chicago 


Franklin 4020 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 























HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 
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Edward B. Fackler 
8 West 40th Street 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Robert D. Holran 
New York City 
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THE BOURSE 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. Swartz, C. P.A. 
E. P. Higgins 
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president National Association of Insur- 
ance Agents. 

Address, “Insurance Advisors,” J. B. 
Gontrum, Maryland. > 

2 p. m.—Meeting committee on exami- 
nations. 

7:30 p. m.—Banquet, entertainment and 
dancing. 


Friday, Dee. 8 


Address, “The Problems of the Life 
Underwriter in the Field,” C. J. Zimmer- 
man, Chicago, president National Asso- 
ciation of Life Underwriters. 

Report of executive committee. 

General discussion of matters 
priate. 

2 p. m.—Meeting committee on valua- 
tion. 

6 p. m.—Old-fashioned barbecue—fish 
fry and shrimp boil. Weather permit- 
ting, this will be held out of doors, other- 
wise in hotel. 

8:30 p. m.—Dancing. 


appro- 


Saturday, Dec. 9 

Committee reports and discussion. 
Entertainment 

Golfing on the sporty Edgewater Gulf 
links at any time, no greens fee. Fish- 
ing—either salt or fresh water fishing 
Those de- 
siring to fish should contact the fishing 
committee so that boats can be arranged 
for. No tackle will be furnished, so 
bring your own along. 

Thursday, 10:30 a. m., buses will be 
waiting to carry the ladies and any of 
the other guests desiring to go to the 
famous Bellingrath Gardens at Mobile. 
The desk should be notified immediately 
by all parties desiring to make the trip 
to the end that ample transportation 
facilities can be arranged in advance. 

Friday, Dec. 8, 10 a. m.—Sightseeing 
tour of the coast and its historic and 
beauty spots arranged for the ladies. 
This tour will include luncheon at the 
attractive and widely known “Inn-by- 
the-Sea.” 


WEATHER AT THE CONVENTION 


EDGEWATER PARK, MISS.—The 
Edgewater Gulf Hotel here, at which the 
National Association of Insurance Com- 
missioners will meet, states that the 
weather in December will be very much 
like early spring in the northern states. 
There will probably be no requirement 
for top coats for the men or heavy 
wraps for the women. The average 
temperature here runs about 60 degrees 
in December. The weather will be mild 
enough for golf, tennis; horseback riding 
and other outdoor sports. There is a 
pool at the hotel and its temperature is 
72 degrees. 


N. Y¥. TRANSPORTATION PLANS 


NEW YORK—Representatives of the 
New York insurance department attend- 
ing the convention of the National Asso- 
ciation of Insurance Commissioners at 
Edgewater Park, Miss., will leave from 
the Pennsylvania Station at 2:25 p. m., 
Dec. 5, arriving at Edgewater Park at 
7:30 p. m., Dec. 6, it was announced by 
Deputy Superintendent Edward Mc- 
Loughlin. Reservations may be made 
through G. M. Lawrence, general east- 
ern passenger agent of the Southern 
Dailway, or John R. Ford of his office, 
500 Fifth avenue, New York City. 





Suits Recovering 
Counsellors’ Fees 
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testimony of the witness, Maurice 
Brandt, defendant’s actuarian, upon the 





question of value, is negligible. 

“The information and so-called advice 
given by defendant, had it been honestly 
and frankly expressed with regard both 
to the reduction of premium by conver- ! 
sion to a cheaper form of insurance and | 





































Informal poses at Research Bureau-Agency Officers gathering. 


Top—John H. 


Evans, vice-president, and A. E. McKeough, Chicago general agent Ohio National; 
J. L. Briggs, assistant secretary, and Joe Woodward, vice-president Southland Life. 

Bottom—W. J. Bradley, publicity manager Home Life of Philadelphia; A. H. 
Hiatt, assistant superintendent of agents Aetna; Henry Bossert, manager agency re: 


search department Provident Mutual. 








no value. Such information and advice 
referred exclusively to rights which 
plaintiff was entitled to exercise at any 
time during the life of the policies. The 
information became attractive, as the 
evidence clearly shows, because of the 
alleged overcharge wrongfully made to 
plaintiff for the form of insurance held 
by him. There is no suggestion in this 
record that plaintiff desired to exercise 
the rights, which the evidence indicates 
he knew his policies contained. 


Not “At Arm’s Length” 


“These parties were not dealing at 
arm’s length and while the transaction 
between them may not amount to actual 
fraud, it is clear defendant has utterly 
failed to perform his agreement with 
plaintiff, and substantial justice demands 
that he return the sum of $29.10 sued for 
in this action. Judgment accordingly is 
rendered for plaintiff in the sum of 
$29.10.” 

In another case in the small claims 
court, this time against Morris Siegel, 
the referee, P. J. Sinnott, made several 
interesting comments during the pro- 
ceedings. Expressing doubt as to the 
value of the advice given by the Siegel 
organization in the case before him, Ref- 
eree Sinnott said: 


Advice Lacked “Meat” 


“Well, I don’t see much meat to it— 
giving him advice to do something that 
he knew all about. If he has taken out 
endowment policies and straight life pol- 
icies, he must have known the difference 
between a straight life and an endow- 
ment policy and the lesser charge for 
straight life.” 

“Judge, there is no such presumption 
in the law,” Mr. Siegel’s counsel inter- 
posed. a 

“There is no such presumption in. the 


the acceptance of the cash surrender value law, but there is a presumption that you 


of the policies held by the plaintiff was of 


people are giving him advice to do what 


he knew all about already. The premium 
rate was less for straight life than it was 
for endowment. What else did you give 
him? What other advice did you give 
him other than that?” 

“We gave him” the defense counsel 
began. 

“Telling him the obvious.” 


Decision Against Siegel 


In spite of the defense counsel's 
attempt to show that the advice given 
was of value to the plaintiff, the court 
decided against the Siegel concern. 

An encouraging angle of the insurance 
counsellor situation is evidence that 
cases of policyholders being misled can 
be greatly reduced if the insured can be 
informed as to the counsellor’s typical 
basis of operation. Evidence of this 1s 
seen in the fact that among the cases 
shortly to be brought to trial less than a 
fraction of 1 percent involve Jewish 
policyholders, most being of Irish, Pol- 
ish or Italian birth or descent. The rea- 
son for this is believed to be that two of 
the leading Jewish daily papers carry 1n- 
surance columns explaining to their 
readers all about the counsellors and 
their methods. Dailies published for the 
other three nationality groups do not 
carry such information. 


— 





Coin Clecks _ 








COIN CLOCKS 
will help you sell 
more life insur 
ance. 

New Low Price 
$1.99 and up. 
For full details write te: 
COIN CLOCK SERVICE C0. 
700 — Prospect —Ath Bide 
Cleveland, Ohie 
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Illinois Bankers Life 
Assurance Company 


Monmouth, Illinois 





Each of the last five years has 
shown an increase in paid-for 
production over the previous 
year. 






Consistent progress indicates 
a growing organization. 














Ask for information regarding our 
new Golden “C” Policy, a com- 
plete combination of Accident, 
Health and Life Insurance. 













Karl B. Korrady, Vice President 
“and Director of Agencies, Mon- 
‘mouth, Illinois. 








LIFE ¢ ACCIDENT ¢ HEALTH 


COUNTRY LIFE 
INSURANCE CO. 














| $125,000,000 in force in 
~ Ten Years 


Home Office: 608 South Dearborn St. 

















Chicago, Illinois 

























Reversing the Trend 


In a period when the national average for 
size of new ordinary policies sold has de- 
clined, Atlantic representatives have in- 
creased their average over $300. 










This indicates the effectiveness of intelli- 
gent use of Atlantic Guides to Better 
Selling, a simple but comprehensive sell- 
ing plan. 


If you can qualify and are interested in 
2 general agency in Maryland, West Vir- 
ginia, North Carolina, Tennessee or Ala- 
bama, write to Robt. V. Hatcher, Super- 
intendent of Agencies. 


Atlantic Life Insurance Company 


S. F. Clabaugh, President 
Richmond, Virginia 


























Protective Life Agents Win 
The Rewards of Quality | 


_ —a larger income from both first year and 
renewal commissions 


—more prestige through® contacts with 
higher income groups 


—high standing in their home communities 
& 


“A quality Company with quality agents writing 
quality business on quality people.” 


Shidi2 


Lire INSURANCE O. 
William J. Rushton, President 
BIRMINGHAM, AL. 























Among the leaders at the Illinois Association of Life Underwriters’ annual 
meeting in Peoria were (top left) F. A. Schnell, Penn Mutual, president Peoria asso- 
ciation; B. J. Stumm, Northwestern Mutual Life, Aurora, president Illinois associa- 
tion; W. B. Buckley, Metropolitan Life, Elgin, secretary state association; Lester O. 
Schriver, Aetna Life, Peoria, past president National association. 

(Seated) Harry T. Wright, Equitable Society, Chicago, vice-president National 
association; Karl E. Madden, Penn Mutual Life, Davenport, national trustee, and 
Roger B. Hull, managing director National association. 


Sweepstakes trophies were awarded at the Detroit annual meeting of the 
Life Advertisers Association to the winning companies in the three classifica- 
tions according to size. Mrs. May O. Vander Pyl (left), secretary Advertising 
Federation of America, an exhibit judge, is holding one of the three plaques 
which were presented to Ed Morton, North American Life of Canada; J. A. 
Young, Monarch Life; and to Seneca Gamble, Massachusetts Mutual Life. 


R. O. Browning, general agent Pilot Life at Burlington, N. C., held a dinner 
for home office officials and department heads. Mr, Browning, who in his 22 
years with the Pilot has earned every agency honor offered by it, is the first 
man on the right hand row. Emry C. Green, president, is seated next to Mr. 
Browning. 


E VIEWS IN THE NEWS 


Glimpses at Research Bureau-Agency Officers meeting in Chicago. 
Top—members of bureau staff at registration desk: B. N. Woodson, stern 
view; L. W. S. Chapman: J. E. Scholefield: Miss E. C. Stevens. 


Second row—R. B. Coolidge, superintendent of agents Aetna; C. J. 
Zimmerman, Chicago, president National Association of Life Underwriters: 
H. H. Steiner, secretary Connecticut Mutual. 


Third row—John W. Murphy, supervisor ordinary agencies Life of Vir- 
ginia; M. A. White, agency manager Jefferson Standard; Sam R. Hay, super- 
intendent of agencies Protective Life; Karl Ljung, assistant secretary Jeffer- 
son Standard. 


Bottom—T. F. Bourke, vice-president Volunteer State: Ross Moyer and 
H. W. Dingman, vice-presidents Continental Assurance. 





